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TELLING THE PUBLIC 


located near this cable test- 
ing project in Cincinnati, O., informs 


Sign 


customers the amount of investment 
required for telephone improvements 
in one community of growing city. 
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DETAILS OF THE AERIAL “| 


-»s,zand 100% X 


The aerial view reproduced here is of 
Calvert City, Kentucky. More than 75 
million dollars of chemical plant construc- 
tion has transformed this “little village” 
into a prosperous industrial center in only 
seven years. 


To help solve its mushrooming commu- 
nications problem, each of the six new in- 
dustries uses an XY Dial PBX. 


Our congratulations to Calvert City Tele- 
phone Systems for a wonderful “‘selling”’ 
job. It’s another proof that XY is the top 
preference in today’s independent world. 


The XY F-40 and XY F-80 Dial PBX’s 
are perfect for the business requiring trunk 
and internal service by dial, but with a 
minimum of space to house the equipment. 
Our folder T-146 gives full details. Why 
not ask for a copy today? 


STROMBERCG-CARLSON COMPANY 


a OiviSton OF GENERAL OYNAMICS CORPORATION 


ROCHESTER 3, NEW YORK 


Pittsburgh Metallurgical Co.—an XY F-40 System being installed. 
Pennsylvania Salt—an XY F-80 is in service. 

B. F. Goodrich Co.—also has an XY F-80 installed. 

National Carbide—an XY F-40 is in service. 

General Aniline—XY F-40 being installed. 


Air Reduction Co.—XY F-40 being installed. 




























































FLASHES 





AND PLUGS 


TAKING IT ON THE CHIN. Whoever said. “A policeman’s life 


s 


is not a happy one,” recently could have seen it borne out again— 


oe 


unless “taking it on the chin” for charity really has a happy under- 


tone. 

In Sedalia, Mo., a TV station, staging a money-raising program 
for the polio fund by taking telephone pledges, got this offer from 
one viewer: 

He would pay $5.00 to see a local patrolman get hit in the face 
with a pie in good old slapstick style. 

The chief of police, who was on the program, called up this 
particular officer at home and told him of the proposition. It was 
all for a good cause, but the patrolman demurred at the price. He 
said he’d be the victim for $50 but not for $5.00. 

The calls started pouring in, and when the pledges reached $65, 
the caller achieved his ambition. He saw the officer on the receiv- 
ing end of an accurately-aimed, juicy pie. 

The original five-dollar offer may or may not have come from 
some disgruntled motorist. However, just for the record, the officer 
in question does write overtime parking tickets six days a week. 


THE ANSWER IS NO. Minneapolis police, accustomed to as- 


sorted queries, were temporarily stumped by this one: 


“Is this the place where you cash bad checks?” the caller asked. 


THE INVENTIVE MIND. Two daughters of Alexander Graham 
Bell said recently that at the time of his death the inventor of the 
telephone owned only one share of stock in the company his inven- 
tion brought into being. 

Speaking before the Miami (Fla.) Rotary Club, Mrs. Gilbert 
Grosvenor and Mrs. David Fairchild said Bell either sold or gave 
away all his stock except one share he kept for sentimental reasons. 
They explained: 

“Father was never interested in business. He was very curious 
and wanted to know what made things work. But after he found out 
he lost interest in them.” 

@ 


OIL IN THAT THAR BASEMENT. The New Jersey Bell Tele- 
phone Co. has struck oil in its new automatic central office in Red 
Bank, N. J.. but telephone officials aren’t gushing about it—neither 
are the Red Bank street department and assorted contractors. 

The company still was pumping oil on Mar. 24 out of the cellar 
‘of the new building, where the oil strike took place at dusk on Mar. 
22. 

As we have said, it wasn’t the type to make the company officials 
jump for joy, though 





a tank truck driver had pumped 5,500 
gallons of oil into what he thought was a fuel oil pipe in the back 
of the building but which really was an open drain. 
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QUALITY... 





THE SAME QUALITY THAT SERVED 
THE U.S. ARMED FORCES THROUGH 
TWO WORLD WARS AND KOREA... 
SERVES YOU TODAY 

















SIGNAL CORPS SUPPLY AGENCY 
225 SOUTH EIGHTEENTH STREET 


PHILADELPHIA 3, PA. 


Je He Kellogg, President 

Kellogg Switchboard & Supply Company 
6650 Cicero Avenue 

Chicago, Illinois 


In 1955, Kellogg 

















Dear Mre Kellogg: 


Recently your plant qualified for the introduction of the Signal 
Corps "Reduced Inspection Quality Assurance Plan." 


The completeness 


of your manufacturing process and quality controls, the supporting 


inspection records, and the quality of your end product have enabled 
us to adopt a reduced inspection plan on AN/TCC-k, Telegraph Terminal 


Equipment. 


It is with great pleasure that I express our appreciation for 


your interest and performance which permitted introduction of RIQAP at 
your plant. The operation of this plan will work to our mutual benefit 
in reducing costs and improving our relationships, at the same time in- 


suring the delivery of high quality equipment to the Army. 





o 




















Sincerely 


thule 


WM . 
Brigadier G 
Commanding 








* USA 











received this unusual 
recognition from the 


U.S. Army Signal Corps. 





KELLOGG SWITCHBOARD AND SUPPLY COMPANY 


A Division of International Telephone and Telegraph Corporation 


Sales Offices: 79 W. Monroe St., Chicago 3, III. 


KELLOGG Branch Warehouses and Offices: 


6000 W. 5Ist Street 
Chicago 38, IIlinois 
REliance 5-5445 


1515 Turtle Creek Bivd. 
Dallas 2, Texas 
Prospect 5191 


4501 Truman Road 
Kansas City 1, Missouri 
Humboldt 7085 


1663 Mission Street 
San Francisco 3, California 
Market 1-6011 


410 N. Syndicate Avenue 1555 West Fourth Street 
St. Paul 4, Minnesota Mansfield, Ohio 
Nestor 5878 Mansfield 7-2816 


1594 Southiand Circle, N.W 
Atlanta, Georgia 
Sycamore 4-244] 


Export Distributor: 


International Standard 406 S. Main Street 

Electric Corp. Los Angeles 13, Calif. 
50 Church Street Vandyke 6759 
New York 7, N. Y. 


KELLOGG Branch Office: 


——— 
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oct exchange-area distribution cables. | 
VOOCAS ANYWHERE IN THE WORLD 8° ois Pe Ss 





AUSTRALIA Electrification of the New South Wales Railway Western Line has 
necessitated a competely new track-side cable scheme covering the 34 miles from Sydney to 
Penrith. The main cable comprises 6 pairs for 24 channel carrier working and 60 audio pairs 
for local telephone and control purposes. Many of the audio pairs are terminated at railway 
Stations, signal huts, power substations, etc., in order to provide local facilities. The installation 
was undertaken by BIC Construction Co. for the N.S.W. Railways Department. 


steeepet + 
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VENEZUELA BIC Construction Co. have undertaken the jointing and supervision of 
nstallation of a 448 pair 20 |b trunk cable to improve the telephone service between Caracas 
and Maiquetia. With a route length of approximately seventeen miles, the cable runs wholly in 
ducts along the side of a newly-constructed auto-road linking the capital town of Caracas with 
the coast. This contract has been undertaken for the Compania Anonima Nacional Telefonos de 


Venezuela 


24 ch 124 40 Ib. 

24 channe pair : 4-tube composite coaxia! 

carrier telephone cable. ¥ cable with 18 super- 
visory pairs and 195 





Left: a BICC jointer 
at work on a coaxial 
cable, cutting the tubes 
ready for jointing. Two 
typical carrier-trunk 
cables are _ illustrated 
on right. 

BICC manufacture 
every type of tele- 
communication cable 
and undertake their 
installation—anywhere. 





described below. 

& e 8 The following types of BICC Cable are 
in continuous manufacture for telephone 
administrations in many countries: 





audio-trunk quads 


Planning « Manufacture « Installation 
for TELECOMMUNICATION SYSTEMS 


BRITISH INSULATED CALLENDER’S CABLES LIMITED 
21, Bloomsbury Street, London, W.C.1, England 


Consult BICC about the Planning 
Manufacture and Installation of Tele- 
communication Projects. 

We have had long experience in this 
kind of work in many parts of the World. 
A few of our recent contracts are briefly 






























coaxial and balanced pair trunk-route 
cables for carrier working, audio-trunk 
cables, paper or polythene insulated 


Branch Office or from our Headquarters 
in London. 


NEW ZEALAND. 65ICC are supplying a trunk cable between Auckland and Hamilton 
for the New Zealand Post and Telegraph Department. BIC Construction Co. are supervising the 
installation and undertaking the progress and transmission testing. The cable consists of 4 
coaxial tubes to provide long distance circuits, together with a surrounding layer of 54 pairs of 
audio quads to give intermediate local service, these circuits being loaded. 

The cable is buried direct in the ground for most of its eighty-mile route, except when passing 
through towns, where it is laid in ducts. 


Be | 


Se a 
NN Pe 
. 
ADEN To extend existing facilities and to cater for the Colony’s growth, a new distribution 
network has been installed comprising approximately 44 miles of cables specially protected 
against soil corrosion. 
The new network provides an increase of 3,000 lines and consists of cables of varying sizes 
ranging from 15 to 200 pairs, twin cables, the larger sizes being of the unit twin type. A short 


balanced and loaded trunk cable was also installed to link the Town with the new refinery site 
at Little Aden. This contract was undertaken for the Aden Posts and Telegraph Department. 

















Branches and Agents throughout the World 
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TELEPRENE 
DROP WIRE 





















TELE P R E N E Drop Wire has been in constant use by 
independent telephone companies under all types of 
conditions for over ten years and is still giving dependable 
service. Test samples installed on our plant roof in 1944 
have withstood the New England weather without showing 
any appreciable signs of deterioration. 

3 reasons for TELEPRENE’S excellent service record: 
TELECABLE® 

EXCHANGE AREA CABLE - + « Exclusive Teleplate coating on conductors which 


assures enduring adhesion of insulation to conductor 





and protects against corrosion. 


TELECABLE® 
INSIDE WIRING CABLE 


« « « Stable, high dielectric strength Buna insulation. 
» « « Specially compounded, tough, weather resistant 


neoprene jacket. 





Be sure to specify TELEPRENE on all new construction and 


DISTRIBUTION WIRE 


replacements . . . it will save you money and assure your 


Whitney Blake Company manufactures 
a complete line of telephone wire, cord 
and cable to meet all your needs. 


subscribers of trouble-free service for years to come. 


Well Built Wires Since 1899 









©1956 


WHITNEY BLAKE COMPANY 





NEW HAVEN 14, CONNECTICUT 


APRIL 7, 1956 : 9 











Build your revenue 


ses: tH 


ANSWERING 
AND RECORDING 


IN ONE UNIT 





Here is the standard model which gives your customers the simplest, most 
effective 24 hour answering service available. Jt answers the telephone, takes and 
holds calls when other lines are busy, records name, number and message, and 
tells the caller to call another number—a complete secretarial service, a wonder- 
ful source of revenue for the telephone company. 


And with the new services now available in the complete Electronic Secre- = 
tary line, you can offer your customers a service tailored exactly to fit their own 
particular requirements. 


The standard Electronic Secretary, Model DCR-1, can also be ordered with: LEIC : 
Cll 





Headphone connection for private playback; automatic erasing and rewind; and 
automatic stop switch for recording spools to stop wire from running off spools. 


TELEPHONY 








th 


( ICH SALES CORPORATION 
CIFIC COAST: 11401 WEST PICO BLVD., WEST LOS ANGELES 64, CALIF. 


This unit performs the same func- 
tion as Model T-R above, except the 





omplete line of telephone answering and recording devices 


LECTRONIC SECRETARY vme 








Remote Call-Back 


An accessory to the standard Model 
DCR-1. When this unit is tied into 
the Electronic Secretary, it is pos- 
sible to call the number being an- 
swered by the Electronic Secretary 
and get a playback of all the in- 
coming messages. No need for re- 
turn to home or office. 








Model T-T 


Variable Message Answering 


message can be changed as fre- 
quently as desired. Old message is 
automatically erased as new mess- 
age is recorded. Especially designed 
for brokers, theaters, etc., where 
messages must be changed fre- 
quently. 









Model T-R 


Automatic Answering 


A self-contained Electronic unit de- 
signed for automatic answering 
and delivering a predetermined re- 
corded message. It incorporates a 
45 r.p.m. record which carries any 
desired message. Message can be 
changed by cutting a new record. 
Ideal for service businesses, doc- 
tors, lawyers, churches, etc. 
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Model SW 


Answering Two Lines 


This device is an accessory to the 
standard Electronic Secretary, 


Model DCR-1. It is designed to offer 


the convenience of answering two 
separate telephone lines. 





Model EK-1 ww 


Monitoring 
For special adaptation for the ex- 
clusive use of operating telephone 
companies this model features a 
tape recorder for monitoring mess- 
ages. Completely automatic mech- 
anism facilities both forward and 
rewind operations. Model EK-1 is 
best suited for complaint and serv- 
ice departments, and_ telephone 
operator voice training. 





A 
Tape Adapter 

The record piayer on the ELEC- 
TRONIC SECRETARY Model 
DCR-1 may be changed to a tape 
adapter. With complete flexibility, 
it can then record any desired an- 
swering message. The tape adapter 
fits perfectly into the same space as 
present record player. Full instruc- 
tions for this replacement accom- 
pany the unit to insure satisfaction 
of performance and service. 








ANUFACTURERS OF TELEPHONES, SWITCHBOARDS AND RELATED APPARATUS SINCE 1907 
427 W. RANDOLPH STREET 


APRIL 7, 1956 





CHICAGO 6, 
SOUTHWEST: 1227 SLOCUM ST., DALLAS 7, TEXAS 


ILLINOIS 
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12g @ Bigger than you think! America’s 


5,000 Independent telephone companies provide first-rate, quality 
service ... to 8 million telephones. . . thousands of growing 
communities. But it’s just the beginning. As demand for telephone 
service climbs, the future looks even bigger for the nation’s 


Independents. And better for everyone who uses the telephone! 


[i 





Telephone by North Electric 








$2.2 Billion 


$610 Million 





GROWTH OF TELEPHONE INVESTMENT 
in Independent Telephone Companies 








Independent Telephone Companies of America 





United States Independent Telephone Association « Pennsylvania Building «+ Washington, D.C. 


This 25th USITA national ad appeared in Apr. 2 Time; Apr. 6 U. S. News & World Report, and May Farm Journal. 
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RAYTHEON 

KTR SERIES 

TV MICROWAVE LINKS 
FOR RACK MOUNTING 


To meet your need for permanent TV relay 
installations, Raytheon now provides its famous 
KTR series links for fixed as well as portable use. 
Retaining all of their fine performance features, 
the KTR-100 and KTR-1000 (100 mw and one 
watt) are now available rack mounted for the 
6000 and 7000 mc bands. 


A new accessory system offers remote control 
of important transmitter and receiver functions 
and also includes an alarm circuit. Both rack- 
mounted and portable units can be operated with 
waveguide extensions. A ferrite isolator elimi- 
nates long-line effects, thus permitting indoor 
operation and maintenance of the entire equip- 
ment, with the antenna system separated from 
the radio equipment by as much as 100 feet. 


In nearly 200 television stations*, Raytheon 
KTR links provide monochrome or color with 
simultaneous program audio transmission at low- 
est cost with greatest reliability. With the addi- 
tion of rack mounted units, Raytheon now serves 
you with the most complete line in the industry. 


PORTABLE KTR UNITS 
FOR REMOTE PICK-UPS 


The ultimate in simplicity and 
portability, Raytheon KTR equip- 
ment for portable use consists of 
only four compact units with a 
total weight of 162 lbs. Portable 
units are available for all bands — 


color or mono- 
fs 


chrome with au- 
dio channel —if 
For complete information, please write Dept. 6120. 


desired. 


*Names on request 








RAYTHEON MANUFACTURING COMPANY 





A-3012 





NY APRIL 7, 1956 





Equipment Marketing Department, Waltham 54, Mass. 
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Silga@ transmission wit 


Subscriber satisfaction begins with the telephone 
instrument and, unhappily, frequently ends right 


subscriber satisfaction and loyalty. 


Constant upgrading of living standards is height- 
ening the demand for finer equipment. 


In manufacturing the new “Hi-Fi” N-541, North 
anticipated these demands for efficiently modern 



















there. The finer the telephone, the higher the | 
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NORTH N-541 telephone 
ups subscriber satisfaction 





ne | telephones by providing “Hi-Fidelity” transmis- Both receiving and transmission unit cavities 
ght | sion quality second to none. have been audio-tested to assure maximum effi- 
the | ciency of the units. 


In designing the N-541 handpiece, North engi- 

The N-541 telephone has an improved anti- 
side-tone circuit and a higher gain which pro- 
vides clear natural transmission over long loops. 


neers have directed their efforts at perfecting 
ht- | yoice transmission, at providing “Hi-Fi” tele- 


phone instruments. 
An automatic compensating network insures the 
rth | The newly designed handpiece is fitted with the same clear, well controlled level on short loop 


ern | most modern transmitting and receiving units. transmission. 





FOR COMPLETE SUBSCRIBER SATISFACTION STANDARDIZE NOW WITH 
NORTH N-541 TELEPHONES 












NORTH ELECTRIC COMPANY 


601 SOUTH MARKET STREET @ GALION, OHIO 







































































Alcoa gives you 
a new way to increase revenue 


Every day more telephone companies are increas- 
ing their revenues by installing Alcoa’s new out- 
door aluminum booths. 

These are the booths that need practically no 
maintenance. The main sections are high-strength 
extruded aluminum shapes, a process pioneered 
and perfected by Alcoa. This results in a very 
sturdy design which has the full approval of 
Underwriters’ Laboratories, Inc., and REA. 

The surfaces of Alcoa® Booths are Alumilite* 
finished—a process developed by Alcoa which 
produces a very hard, durable surface. The 
Alumilite finish adds still more to the natural 
corrosion resistance of aluminum. Alcoa Booths 


*Trade Name of Aluminum Company of America 


eS) THE ALCOA HOUR 
PY] TELEVISION'S FINEST LIVE DRAMA 
(PNY ALTERNATE SUNDAY EVENINGS 




















stay bright and inviting with no painting. 

The inside surfaces of the booth also have 
Alcoa’s Alumilite finish. Pencil marks and smudges 
wipe right off. The only care required by Alcoa 
Booths is an occasional washing with soap and 
water. 

Alcoa Booths are a roomy 33%” square by 
8612” high. Louvers provide good ventilation. 
There’s a large handy shelf for packages. 

Write for an informative folder giving more 
information on Alcoa’s money-making, mainte- 
nance-free booths—another product of Alcoa’s 
Jobbing Division. ALUMINUM COMPANY OF 
AMERICA, 1690-D Alcoa Bldg., Pittsburgh 19, Pa. 


—_ Your Guide 
LC oA © tothe Best in 
ALU RAIN U RA Aluminum Valve 
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Independent Telephony Looks Ahead 


By FRANCIS X. WELCH 


HESE are days of change and 
ade in the Independent tele- 

phone industry. It is both human 
and natural that the youngster, as well 
as the old-timer, in the industry should 
be seriously concerned with the question 
which every must ask 
himself regarding the business which 
he has chosen for his life career. We 
know that the telephone business is 
now passing through a period of con- 
solidation, of refinancing of properties, 
and a period of consent decrees and 
persistent talk about contraction in 
branches of the industry. All 
these at the very time when all signs 
point to unparalleled expansion of tele- 
phone service for the indefinite future. 


sensible person 


some 


What are the real facts upon which 
we can rely in this paradoxical situa- 
tion of trends and countertrends? What 
can the people of our Independent tele- 
phone industry really look ahead to, 
and why? 

In presuming to give at least some 
partial answers to these broad and 
searching questions, I would like to lay 
before you some hard facts. And, re- 
versing the usual procedure of an edi- 
torial analyst and business observer, 
I would like to lead right off with my 
conclusion and then give you my rea- 


sons. 


And my conclusion is just this: I 
predict that in the period immediately 
ahead—a period of approximately 10 
years—the Independent telephone busi- 
ness will do more business, dollarwise, 
with 


more subscribers, stationwise, at 


Mr. Welch presented this address at the conven- 
#t the Ohio Independent Telephone Association, 
{ Mar. 27 and 28 in Columbus 


APRIL 7, 1956 


Industry will do more business, dollarwise, with more sub- 


scribers, at a more rapid rate of expansion, in the next ten 


years than in any comparable period in its long history. 


a more rate of 
both, 
in the history of the industry, going 


back beyond the 


rapid expansion, for 


than in any comparable period 
turn of the present 
century! 
Three Reasons 

Now that is a broad statement. And 
it is a bold statement. And I am going 
to give you some reasons for it, which 
fall roughly into three classifications. 

The first is the of geo- 
graphical or territorial expansion. 

The second is the 
nomic expansion. 


prospect 


prospect of eco- 

And the third aspect has to do with 
the political security of the industry 
as a regulated public utility enterprise, 
which is becoming more and more in- 
dispensable to our American way of 
life. 

And just by way of giving you a 
little bitter with the sweet, I would 
also like to point out that this glowing 
future, which lies ahead for the Inde- 
pendent industry, is one which will 
have to be earned. It is not foolproof. 
It is not inevitable whether we work 
for it or not. There are problems and 
pitfalls which I would like to touch 
upon because, after all, there never was 
an opportunity without a corresponding 
responsibility. And I am sure none of 
us would really want to have it any 
other way. 

We hear comparisons made between 
the Independent telephone industry and 
the automobile industry, which has 
shrunk from literally thousands of in- 
dependent auto manufacturers, during 
the early part if this century, to the 
present-day set-up of only three giant 


and a handful of 
independents, struggling desperately to 


corporate groups 
survive even by consolidation. 

Now, that comparison is all wrong 
because it is based upon a false prem- 
ise. The telephone business is a terri- 
torial monopoly protected by regulatory 
law under which each company 
continue to function exclusively 


can 
from 
now until doomsday as long as it can 
give satisfactory service at reasonable 
rates. 

The comparison with the automobile 
industry would only be sound if we had 
a situation whereby the Ford automobile 
was the only kind that could be used 
in Ohio, and the Michigan people would 
have to use a Buick, and all the folks 
in Indiana a Dodge, etc. If the auto- 
motive industry had that kind of a 
set-up, you may be sure there 
be no such rapid amalgamation of cor- 
porate enterprise such as we have wit- 
nessed in that industry during the last 
three decades. There would be no incen- 
tive for it. 


would 


Internal Economy 

Since, therefore, the telephone indus- 
try is necessarily organized along in- 
herently different lines from that of the 
automobile or any other openly com- 
petitive industry, the reason for tele- 
phone system consolidation must have 
a different basis. It has. It 
on considerations of internal economy 
and efficiency and not on competition 
In other 
we have here an example of 
imaginary fears, which can be produced 
by unsound comparisons. 


is based 


between telephone companies. 
words, 


There is, of course, a certain amount 
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of consolidation now going on in the 
Independent telephone field, and there 
will be more of it. We all know why 
this has to be. All of you are familiar, 
I am sure, with the reasons for the 
passing of many of the very small 
Independent companies. Such a com- 
pany simply cannot possess the re- 
sources, the credit, the manpower, and 
the plant facilities to give the kind of 
service which the public demands today 
and is going to get. 

The telephone industry’s future, as 
a whole, is bright, precisely because it 
has blocked out for itself certain goals 
for satisfying the known appetites and 
desires of the subscribing public for a 
better quality of and more 
variety of service. 


service 


That leads me to the first aspect to 
which Independent telephony should 
look ahead—geographical expansion. I 
know that you are well aware that 
Independent telephone companies op- 
erate mainly outside, and to an increas- 
ing extent just outside, of the large 
central city areas served by the Bell 
companies. 

If I were to read off a list of 50 of 
the fastest-growing larger cities in the 
United States, you would find that 
about two-thirds of those cities have 
Independent companies operating in 
suburban or adjacent territories. Four 
of them happen to be served by Inde- 
pendent companies directly in the 
downtown central city area. 

On the other hand, some of those 
large cities, such as New York, Phila- 
delphia, Boston, and the Baltimore- 
Washington areas, do not have any 
surrounding Independent telephone com- 
pany operations. But the typical pic- 
ture is that of a large central area 
served by the Bell companies, with 
Independent companies serving the sub- 
urban and adjacent areas. 


Independents Affected 

Now keep that picture in mind while 
I give you some census forecasts of 
future growth: Today, we have over 
165 million people; by 1965 we will 
have a total of 190 million people; and 
by 1975 over 220 million. By 1965 
California may well be our most popu- 
lated state, surpassing New York. Other 
states which have shown the most 
rapid increase, percentagewise, are 
Florida and Texas. 

But aside from the over-all shifts 
in population from inner to coast, or 
from area to area, it is the pattern 
within the state, more specifically the 
relative growth between the central 
city area—comprising the city limits, 
the surrounding or suburban areas, 
and the outlying or fringe areas— 
which should command the attention of 
the Independent telephone companies. 


The Independent telephone business 
is going to grow because it cannot do 
otherwise. It stands in the very road- 
way of projected population and busi- 
ness growth. According to a recent 
report of the census bureau, the civilian 
population of the United States in- 
creased 7.9 per cent between 1950 and 
1955. Now, it is an astonishing fact 
that virtually all of the increase was 
accounted for by a gain in the popula- 
tion of 168 standard metropolitan areas. 


But when we look at the rate of 
growth within these standard metro- 
politan areas, we see that the outlying 
parts grew seven times as rapidly as 
the central cities. In other words, the 
increase within the central city limits 
was only 3.8 per cent, while the increase 
in population outside of the central 
city areas, but within the metropolitan 
orbit, was 27.8 per cent. 


Let us try this same test on growth 
of dollar business—as distinguished 
from growth of population. According 
to this test, the opportunities of the In- 
dependent telephone companies emerge 
even more strikingly. 


Just by way of sharpening the focus 
to take in these metropolitan areas 
which you are more familiar with in 
Ohio, let us consider three larger Ohio 
cities, which are served by the Bell 
System, but which are virtually sur- 
rounded by Independent companies in 
the outlying areas. I refer to the 
cities of Akron, Cleveland, and Dayton. 


Between 1948 and 1954, all retail 
business sales within the central city 
area of Akron, increased 22 per cent 
(from $314,365,000 to $382,194,000). 
Now what happened in the total retail 
sales outside of the Akron central city 
area but within the metropolitan area? 
The increase was 31 per cent, rising 
from $393,030,000 to $515,987,000. That 
is only part of the story of Independent 
company growth opportunity. 


The 1954 census has still a third 
classification, which includes the re- 
mainder of the area—out beyond the 
standard metropolitan area. For Akron 
the percentage increase in this out- 
lying fringe area, during the same 
period, was 70 per cent. A jump from 
$78,665,000 to $133,793,000. Akron is 
a fairly typical pattern of what is 
happening all over the United States. 


In Cleveland the increase in retail 
business in the central city area was 
19 per cent, or a jump from 1.1 billion 
dollars in 1948 to over 1.3 billion in 
1954. But in the Cleveland suburban 
metropolitan area, the increase was 
32 per cent, or a jump from 1.4 billion 
dollars to nearly 2 billion dollars. And 
in the Cleveland outlying area the 
increase was 79 per cent, or a jump 


from a third of a billion dollars to over 
600 million dollars. 

We see pretty nearly the same story 
repeating itself in Dayton, although the 
central city increase there was some- 
what higher—37 per cent as against 
39 per cent increase in the metropolitan 
areas and 46 per cent increase in the 
remainder of the area. 


Federal Highways Aid 

Just by way of giving you a little 
national balance, I would like to refer 
to other cities which are either served 
or largely surrounded by Independent 
telephone companies. There is the Los 
Angeles-Long Beach area, where the 
General system is strategically located 
all around the central city area. 

During this same period, from 1948 
to 1954, the U. S. Census of Business 
showed an increase in the central city 
retail business of 40 per cent, an in- 
crease in the metropolitan area of 52 
per cent, and an increase in the out- 
lying or fringe area of 66 per cent. 

In the San _ Bernardino-Riverside- 
Ontario area, the General system is also 
strategically entrenched. The retail 
business increase in the central city 
area is 49 per cent, in the metropolitan 
city area it is 52 per cent, and in the 
outlying area it is 55 per cent. 

There are many reasons for this 
dynamic centrifugal growth from the 
central cores of cities to the outlying 
areas—new homes, new families, and 
the steady trend away from the older 
congested city sections to the suburban, 
and even further away. Retail business 
inevitably follows this trend with shop- 


ping centers, building, and _ satellite 
cities. It has all become a familiar 
pattern. And in the near future, there 


will be a network of new federal-aid 
highways opening up back-county com- 
munities and spawning new settlements 
where corn fields now exist. 

Now that brings me to the second 
classification of what lies ahead for 
Independent telephony—the prospect of 
economic expansion. I say that the 
future of the Independent companies 
is brighter and more secure by very 
reason of the fact that they are regu- 
lated by law. These laws provide that 
the state and federal regulatory com- 
missions must allow rates which will 
produce a fair and reasonable return 
to the property owners. 

I am not saying that the regulatory 
commissions have been pushovers for 
utility rate increases, or that they have 
handed out such increases without the 
utmost restraint and reluctance. 

On the contrary, I have personally 
written a great deal on the subject of 
why state commissions ought to be 
more liberal in granting rate increases, 
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particularly during this period of in- 
flation which has burdened the public 
utilities since the end of World War II. 

In fact, sometimes rate increases, 
which these commissions allow, seem 
just barely enough to keep the utility 
companies a couple of jumps ahead of 
the sheriff. We all appreciate, of 
course, the political and other pressures 
which are constantly bearing on the 
commissions to keep utility rate in- 
creases to a Minimum. 


Compromises Often 

The result is often compromises and 
pretty niggardly compromises at that. 
They remind me of what happened to 
an old colored man who used to work as 
a janitor in one of the hotels in Wash- 
ington a good many years ago. Every- 
body called him Uncle Jimmy. 

One day while he was cleaning up 
the hotel basement he came 
across a 10-gallon keg of whiskey. It 
had been stashed away and forgotten 
years before—so long ago that half the 
contents had evaporated right ‘in the 
barrel. Uncle Jimmy, being an honest 
fellow, told his boss, who was one of the 
meanest men in Washington. The boss 
just drooled over the prospect of sam- 
pling this naturally aged whiskey. But 
when he poured himself a drink of it, 
he was horrified to discover that it 
tasted awful. Something had happened 
to ruin the flavor and he had to spit it 
out. So, the boss decided to give the 
barrel to Uncle Jimmy. 

Well, a couple of weeks after that he 
happened to see Uncle Jimmy and 
thought about the whiskey and asked 
him how he liked it. Uncle Jimmy 
bowed his head and said: “It was just 
right, boss! That whiskey was just 
right! In fact that is the name which 
I and my friends gave to that whiskey. 
We called it ‘Just Right Whiskey!’ ” 
Well, the boss got to thinking maybe 
he was a bit hasty about giving away 
the whiskey. 

So he asked: “Uncle Jimmy, just 
what do you mean when you call that 
‘Just Right Whiskey’?” 

“Well,” said Uncle Jimmy, “if it was 
any better you would never have given 
it to me. And if it had been any worse 
it would have killed me!” 

Maybe some of you have had some 
experience like that with these “Just 
Right Rate Increases.” But when it is 
all said and done, getting an adequate 
rate increase is just another part of 
the effort which Independent com- 
panies, as well as other utilities, have 
to make constantly to help themselves. 
It can be done and it must be done—by 
adequate planning and preparation of 
rate cases. And when it is done, I have 
no doubt that the end result will be suf- 
ficient to insure a sound financial fu- 
ture for the industry. 
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It has got to turn out that way, be- 
cause that is the law. So, even though 
the commissions at times may seem un- 
duly parsimonious or politically timor- 
ous about granting large enough rate 
increases, the telephone industry has 
the double protection of appellate 
courts. And that system of regulation 
is actually working. I can prove it by 
court decisions. 

Here in Ohio you happen to have a 
statute which requires the commission 
to recognize reproduction cost. But else- 
where throughout the states, where the 
original cost rate base doctrine pre- 
vailed in about three out of four states, 
at the end of World War II, we have 
today a gradual shift in the trend of 
regulatory decisions which, at the last 
count, placed 16 states in the “fair 
value” rate base column as against 25 
states following the original cost for- 
mula, or a little better than 3 to 5. 

Understand, I am not saying that 
use of a “fair value” rate basis is the 
acid test or any test at all of fair rate 
making. I am fully aware that there 
are other rate-making alternatives, 
whereby some of the state commissions 
have endeavored to cushion the impact 
of inflation on utility company earnings. 

I merely point to this trend of post- 
war rate base decisions as tangible evi- 
dence of the sensitivity of our commis- 
sions and courts to the need for doing 
something to keep the utility companies 
in a healthy financial state. What non- 
utility company has any such protec- 
tion against the slings and arrows of 
outrageous fortune through the years? 


Validity of System 

This is, in other words, a signficant 
trend because it shows the’ validity of 
the regulatory system —a _ protection 
which competitive business does not 
have. Regulation may lag; it has lagged 
behind during this recent inflationary 
surge of rising wages, taxes, and other 
expenses. 

But the fact is that it does catch up, 
provided the regulated companies go in 
there and speak up for their rights 
under the law. The profits of your in- 
dustry may not be as sensational over 
the short range as the earnings of steel 
or aircraft or some of the competitive 
industrial companies. 

But over the long range, and as long 
as telephone companies do their jobs 
and insist on their rights, they will be 
provided for. Nobody knows that any 
better than the conservative investor, 
who has made telephone company secu- 
rities a favorite repository for long- 
term commitment of his investment. 

Finally, I come to the third category 
of what the Independent telephone in- 
dustry can look forward to—political 
security of the industry. It grows out 


of what I have just mentioned, the in- 
dustry’s status as a regulated public 
utility. As you all know, I am sure, 
telephone companies and other utilities 
in other countries have largely been so- 
cialized. Even where they were orig- 
inally established as private companies, 
they have often been seized and expro- 
priated by foreign governments. 


But here in the United States our 


telephone industry is 100 per cent 
privately owned and operated. No other 
public utility can make that claim. 


One-fifth of our electric industry is 
publicly owned. There are a substan- 
tial number of municipal gas plants, 
and an increasing number of munici- 
pally owned transit systems—largely 
by default in recent years. 

I was much interested in a compara- 
tive study made just last month, in 
a publication of one of our Ohio com- 
panies, Cincinnati Telephone Bulletin, 
which pointed out that private owner- 
ship in the telephone business in all of 
Europe is only 16 per cent and govern- 
ment ownership is 84 per cent. 

The performance comparison of these 
two telephone systems, as they have 
developed in the United States and 
Europe, respectively, tells the story far 
more dramatically than any doctrinaire 
arguments I or anybody else could give 
you about the merits of the two sys- 
tems. 

In plain and simple words, the tele- 
phone industry in the United States is 
a success! There is a telephone for 
every three persons in this country, 
but only one for every 22 people in 
Europe. Out of 95 million telephones 
in the world, much more than half is 
in the United States. 

Foreign miserable 
by our standards. In some of those 
foreign subscriber 
must purchase stocks and bonds before 
he gets service and he may have to 
wait for it for months, even years. 


service is often 


countries a new 


Service is the Answer 

These facts, in a general way at 
least are familiar to you, I know. But 
the point I am making is that the 
common sense of the American people 
can be an armor plate of protection for 
preservation of the enterprise system 
in the telephone business. It will pro- 
tect it, however, only as long as this 
success story continues to be true and, 
this is equally important, as long as 
this success story is kept clearly and 
constantly before the American peo- 
ple. Only in this way will they know 
what a bargain they really have in 
their privately telephone in- 
dustry. 


owned 


Yes, the American people have the 


(Please turn to page 48) 
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Extension Telephones 


Colored Telephones 
PBX's — PABX's 
Loud Bells or Gongs 


Directory Advertising 


OU PEOPLE who live and work 

in the great state of Minnesota 

must derive a great deal of satis- 
faction and pleasure from living in a 
land so richly endowed with thousands 
of lakes and streams which is truly a 
fishermans paradise. Being a fisherman 
myself I envy your ability to slip away 
from your work occasionally and spend 
a quiet hour or two “just fishin’.”’ 

Fishing, in my opinion, is one of the 
most beneficial of all sports activities. 
It provides so many things in so many 
different ways. 

For instance, you get exercise along 
with relaxation, you get play along with 
work, you get mental stimulation and 
excitement along with the opportunity 
for reflection and meditation, you get 
a chance to apply the fundamental 
principles of fishing along with a 
chance for research and experimenta- 
tion, and you get the opportunity to 
measure your success against that of 
your fellow angler. 


20 


Fishing 


Business: 


By K. L. SCHROEDER* 


I hope you will not think I am being 
facetious if I compare the sport of fish- 
ing with For 
the purpose of my talk to you, they 
have a great deal in common, especially 
when it comes to selling our service. 


the telephone business. 


You have all seen the transition from 
a sellers’ market to a buyers’ market 
and I am sure you are all aware of the 


competition we now face from other 
lines of business, for the customer’s 
favor. 


What I am afraid of is that we in 
the telephone business have been worm 
fishing for too long a time. Worm fish- 
ing, as you all know, is done by finding 
a nice shady spot at the waters edge, 
baiting up with a worm and then just 
waiting for the fish to come along and 
take the bait. 


Waiting for Customers 

Haven’t all of us been waiting for our 
customers to come to us rather than 
going out after and seeing 
that our customer’s every need is satis- 
fied? In fact, I’m not too sure but what 
the turtle of competition has stolen our 
bait and we have been fishing with an 
empty hook. 


business 


Today, there are more television sets 
in American homes than there are resi- 
dence main telephones in 
homes, there 
two cars than 


those same 
families with 
there are families with 
an extension telephone and the sale of 
automatic washers, home freezers and 


are more 


*Mr. Schroeder, executive vice president and 
general manager of Northwestern Telephone Co., 
Freeport, Ill., gave this talk at the recent Minne 


sota Telephone Association convention on Feb. 14 
Mr. Schroeder was formerly executive assistant to 
the chief executive, Gary Group Operating Com 


air conditioners exceeds the sale of resi- 
dence extension telephones. 

Recently L. L. Colbert, president of 
Chrysler Corp., addressed the National 
Press Club in Washington, D. C., and 
here is what he had to say about the 
automobile industry: 


“We see a greatly increased rate of 
family formation starting in 1960—and 
in this age of the automobile each one 
of those families is going to want a car. 
Many of them will want and be able to 
afford two cars. 

“We know from talking to our deal- 
ers that more and more people when 
they come in to buy a new car are de- 
ciding to keep the old one as a second 
car. 

“We know from talking with builders 
and real estate people that in many 
areas the two-car garage is rapidly be- 
coming the standard, and that it is 
getting harder to sell houses with a 
one-car garage. 

“T believe that by 1975 the one-car 
family will be in the minority and that 
a large proportion of families will be 
using three or more cars.” 


When we compare telephone services 
in use with other goods and services it 
is apparent that we are not holding our 
position with our sales competitors. All 
signs point to a continuation of today’s 
keen competition and if the automobile 
industry is a true indicator of the 
future the tempo will increase. 


Fresh Bait Needed 
This is an alarming picture but I am 
convinced this trend can be reversed by 
stimulating the market for tele- 
phone services and finding new ways to 
earn a better share of the customer’s 
purchases and a higher 


our 


place in his 
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favor. The time has come to put a fresh 
bait on our hook and begin merchandis- 
ing our service. 

But like fishing, requires 
some basic knowledge and training be- 
fore we can hope to achieve any degree 
of success. Let therefore, review 
some of the basic principles of selling, 
the tried and proven principles used 
by successful salesmen, and see how we 
can apply them in our business. 


selling, 


us, 


I hasten to add at this point that I 
am not recommending a sales program 
to be handled by full-time or profes- 
sional salesmen. I believe our own em- 
ployes are the best salesmen we will 
ever find. 

All that is is to provide a 
limited amount of training in salesman- 
ship to better equip them to present an 
intelligent sales talk that is tailored to 
fit the customer and his needs. Such 
training is not lengthy or difficult. 

I believe the best 
tained and the sales 


needed 


results will be ob- 
program will re- 
ceive better acceptance by employes if 
such training is simple and direct. 

the employe has tasted the 
fruits of his labor by making a few 
the feeling of satisfaction and 
pride of his success will lead him on to 
greater effort. 


Once 


sales, 


If you will focus your attention for 
just a moment on two basic questions 
I believe we can lay a foundation upon 
which your sales program can be built. 
The two questions are: 


(1) How are sales made? 
(2) Why do prospects buy? 


In order to make a sale we must first 
gain the prospect’s attention, next we 
must develop his interest, then we must 
stimulate his desire and, lastly, we 
must convince him to act. These steps 
are and must be taken in 
proper order. Only in that way can we 
make the prospect aware of our prod- 
uct and develop his desire to the point 
of wanting our service. 


necessary 


Planned Approach 

A planned approach covering these 
four steps, backed by a thorough knowl- 
edge of the service you are selling and 
of the prospect on whom you are call- 
ing, are prerequisites to actually calling 
on the prospective customer. This 
knowledge will enable the salesman to 
present a sales interview in a friendly, 
personal way that will gain and hold 
the prospect’s interest. 

Keep in mind that all creations of 
man began with a thought or idea, and 
it is just common sense that we must, 
therefore, have the power to create a 
market for a product or service. 

Remember, robots can’t sell, and in 


the case of discretionary purchases or 
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new products for which need remains 
to be demonstrated—personal selling is 
vitally necessary if the product is to 
move up the curve of public acceptance. 

People don’t watch television stations, 
they watch programs of interest to 
themselves. Neither do they patronize 
telephone companies, they use telephone 
service. 

By means of planting ideas in the 
prospect’s mind, you convey to him the 
true value of the service you are selling 
and lead him to the conclusion that he 
will gain by buying and lose if he does 
not buy. 

In selling telephone service try to 
present a word picture that will show 
the prospect how the service will im- 
prove his wealth, contribute to his wel- 
fare, add to his peace of mind, or enrich 
his happiness. 


Why Customer Buys 

The American consumer is_ faced 
with a myriad of choices. There are a 
great many products and services that 
he wants to purchase; at the same time 
he has to the alternative of 
saving money, therefore, the degree of 
success we have in selling will depend 
to a large extent on how well we paint 
our picture. 


consider 


This brings us to the second question, 
“Why do prospects buy?” A 
buys because of one or 


prospect 
of the 


more 
following reasons: 


(1) He buys because he needs it. 
(2) He buys because he can use it. 
(3) He buys because it will add to 


his wealth or help him create wealth. 


(4) He buys because it will satisfy 
his vanity. : 
(5) He buys because it will satisfy 


his security. 


Let analyze these five 
from the viewpoint of our industry and 


us reasons 
see how telephone service and its many 
related communication services fits into 
the scheme of business and social life. 

Basically the prospect needs food, 
clothing and shelter and other things 
related thereto. This category could be 
called routine purchases. Telephone 
service may fall in this category for 
some prospects and we probably can 
attribute many of our counter sales to 
people who need our service. 

Sales endeavours in this field should 
stress the utilitarian angle rather than 
the beauty or convenience of the serv- 
ice. Impress the prospect with the use- 
fulness, dependability and low cost of 
telephone service, and convince him that 
he cannot afford to do without your 
service. Selling a hard-of-hearing tele- 
phone to a person with impaired hear- 
ing, or selling an additional trunk line 
or PBX whose 


service to a business 


needs warrant such service, should not 
be too difficult. 


Aid To Better Living 

Our second type of customer buys be- 
cause he can use the product or service 
as an aid to better living. In this classi- 
fication are a host of 
biles, TV books, refrigerators, 
washing machines, to name a few. Our 
prospect is now buying because it will 
add to his enjoyment, his health and 
his happiness as well as that of 
family. 


items, automo- 


sets, 


his 


Your selling pitch here should be 
designed to sell the telephone as a 
means with which to add to the pros- 


pect’s comfort, his leisure, his edification 
and his safety. Why shouldn’t he have 
for his 
extra 


telephones 
have 


extension 
comfort and why not 
line for the teenagers of the family? 


several 
an 


This is the area where I believe ow 
rivals for the dollar are 
beating us to the draw. It is here that 
we should exert our best talents toward 


customer’s 


selling and this is the place to bring the 
whole family into the picture, because 
telephone will benefit all of 
them. 


service 


In the third group, those who buy to 
add to their wealth or to create wealth, 
we find such items as stocks, bonds and 
insurance as well as the machines and 
tools used in business and industry. 

Inasmuch as your dealings here will, 
for the most part, be with 
people your best approach will be to 
and 


business 


survey his business establishment 
offer a personalized service designed to 
improve his 
while at the same time providing im- 
provements for his business or saving 


him time and money. 


communication system, 


Regardless of the size of the business, 
we have a valuable and useful service 
to fill the needs. 


Appeal to Vanity 
Among items purchased by the pros- 
pect to satisfy his vanity will be found 
clothing, jewelry, colored plumbing fix- 
tures, convertibles and also colored tele- 
phones. You will recall that clothing 
was included in the 
whereas vanity is the moving force that 
prompts a man to buy an expensive suit 

instead of a pair of overalls. 


“need” category 


Showmanship is the key to selling 
telephones to this class of customer, 
because colored handsets and 
the other gadgetry of telephony 
best be sold by appealing to the pros- 
pect’s vanity. There are many opportu- 
nities for sales in this field, however, 
and it is not difficult to convince the 
prospect that he should keep up with 


some of 
“an 


the Jones’. 
The last group of buyers are those 
who buy to satisfy their security. This 
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is the reason people buy life insurance 
and it is also the factor that enables 
many salesmen to make a living selling 
safes and even cemetery lots and tomb- 
stones. An extension telephone will pro- 
vide more security for this customer by 
aiding him in summoning a policeman, 
the fire department or a doctor. 

Here the customer is also concerned 
with the welfare, happiness and peace 
ef mind of his family. Emphasis should 
be placed on what the service will do 
for the customer and. the enjoyment, 
satisfaction, and high degree of safety 
it will afford him. 


Fits Every Class 

My outline of the principles of selling 
has been brief but you can readily see 
how telephone service fits into the life 
of every class of customer. Telephone 
service is so adaptable to the needs and 
desires of our customers that I am sure 
yeu will derive both pleasure and profit 
from your sales efforts. 


Up to this point we have been con- 
cerned with training the employe to 
make sales but there is another impor- 
tant area in research before we begin 
“fishing for business.” No good fisher- 
man would fish in fished out water, 
therefore, we should examine the mar- 
ket potential to find the people who 
need or could use our service. 

In recent years, and particularly dur- 
ing the last five years, the Independent 
industry has greatly expanded its fa- 
cilities to serve rural areas and at the 
same time has ins‘alled a large number 
of extension telephones. 

This growth has been achieved largely 
through the fulfillment of a pent-up de- 
mand for service following the war. 
Now, however, many companies have 
filled their held orders and are looking 
for additional sources of revenue. 


Study Revealing 

Recently, I made a study of eight 
companies to determine the possibilities 
for additional residence extension sales. 
I found the percentage of residence ex- 
tension telephones to residence main 
stations varied by companies from a 
low of 3.9 per cent to a high of 11.7 
per cent, and that if residence extension 
telephones in all of the companies could 
be raised to the level of 11.7 per cent 
they would have 4,490 more stations in 
service. 

Next, I decided to have a look at 
residence extension telephones on the 
basis of size of exchange. This study 
was confined to two states, Illinois and 
Indiana, where I believe conditions ap- 
proximate the average Independent op- 
erating territory. The study was made 
for all exchanges in the two states, 
classified according to residence main 
stations, in the following groups: 
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( 100 to 200 stations. 

(2) 200 to 300 stations. 

(3) 300 to 400 stations. 
(4) 400 to 500 stations. 

( 500 to 700 stations. 

(6) 700 to 1,000 stations. 
(7) 1,000 to 2,000 stations. 
2,000 to 5,000 stations. 
(9) Over 5,000 stations. 


The results of this study are quite 
revealing. In exchanges of from 100 to 
200 residence main stations only 1.9 
per cent of stations are extensions; 
exchanges of 200 to 300 stations have 
22 per cent extensions; from 300 to 
400 stations the percentage is 3.4 per 
cent; from 400 to 500 it is 3.6 per cent; 
from 500 to 700 it is 3.9 per cent; from 
700 to 1,000 it is 4.4 per cent; from 
1,000 to 2,000 it is 7.1 per cent; from 
2,000 to 5,000 it is 8.9 per cent; and in 
exchanges with over 5,000 residence 
telephones the figure is 10.5 per cent. 

I would like to point out that there 
were 21 exchanges in the group having 
from 100 to 200 residence stations and, 
of this number, five of the exchanges 
did not have a single residence exten- 
sion in service and six exchanges only 
had one residence extension each. 


Need for Extensions 

Why is the percentage of extension 
telephones lower in the small exchanges 
and why is the difference so _ pro- 
nounced? Actually, the homes in most 
small communities are larger than those 
of their city cousins and the need for 
extension telephones should be greater. 


Isn’t this the result of worm fishing 
instead of exerting some real sales ef- 
fort to broaden the market for exten- 
sion telephones? I think there are un- 
limited possibilities for the sale of 
extension telephones in every exchange 
and particularly in those exchanges 
having less than 1,000 residence tele- 
phones. 


In recent years we have seen the de- 
velopment of the hands-free telephone, 
mobile telephone service, electronic sec- 
retaries and many other new items that 
have added to our revenues and in- 
creased the usefulness of our service. 
New products and new services will al- 
ways be welcomed by our industry, but 
aren’t we overlooking many sales possi- 
bilities that are existant in our rural 
areas? 


Today, the average American farm 
is becoming a showplace in this era of 
mechanization and modern living. You 
are likely to find a couple of cars and a 
truck in the garage. The farmer prob- 
ably has two or more tractors, a 
combine, corn picker, bailer, milking 
machine and other up-to-date tools 
including power saws and drills in the 
shop. 

Water is pumped by electricity and 
the kitchen and laundry are equipped 


with the latest in home appliances. Yet 
on this same farm, in all probability, 
there is only one telephone. 

Here is a vast market awaiting our 
development but a market that will re- 
quire a new and determined sales ap- 
preach. 


Tries Farm Experiment 

One such sales approach is now being 
conducted by Northwestern Bell Tele- 
phone Co. in central Iowa. It is designed 
to modernize and change the farmers’ 
concept of telephone service and to 
show them that the value and useful- 
ness of a complete communications 
service is well worth the cost of such 
service. 

The experiment was started last fall 
and will extend for a period of eight 
or nine months, to cover most of the 
growing or busy seasons on the farm. 
Ne appraisal of the results can be 
made at this time but I want to tell you 
about the plan because it is a fresh and 
completely different approach to rural 
telephone development and one that 
should be of interest to all management 
people. 

First of all Northwestern Bell se- 
lected 14 typical farms in central Iowa, 
not the best or largest farms and not 
the poorest—just average farms. Then 
they consulted with the farmer and his 
wife to plan a complete telephone serv- 
ice, all of which, being on a trial basis, 
would cost no more than they were then 
paying for local service. 


Telephones Everywhere 

The farm house, on each of the trial 
farms, was equipped with from two to 
four extension telephones. One in the 
kitchen was required. They were per- 
mitted to select colored handsets, coiled 
cords, illuminated dial telephones or 
any type of special equipment they 
wished. If there was a tenant house 
on the farm the same treatment was 
given there, except, generally, this serv- 
ice was on a smaller scale. 

On the farm itself loud ringing gongs 
or bells were installed at suitable loca- 
tions and extension telephones were in- 
stalled at various places. An extension 
was installed in the machine shed or 
shop where the farmer was likely to 
spend time repairing his machinery, es- 
pecially during the winter months. 

If dairying were the main interest, 
an extension was installed in the dairy 
barn and milk house; if it were a cattle 
feeding farm an extension was installed 
at the silo or near feed bunks. On farms 
specializing in raising hogs an exten- 
sion was installed in the farrowing 
barn and similar treatment was given 
to other specialized farms. 

All of the telephones were provided 

(Please turn to page 51) 
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rue Plant Mans Notebook 


BY RAY BLAIN, TECHNICAL EDITOR 


HERE Is LITTLE doubt that during 

the next few years the communica- 

tions industry will be called upon 
to meet many requirements for the 
transmission of pulses over telephone 
channels. These requirements will be 
generated by the increased use of video, 
digital data transmission, facsimile, 
national defense, etc. 


The development of special communi- 
cation networks to meet these’ require- 
ments does not appear to be necessary 
in all cases, providing existing tele- 
phone channels are properly utilized. 
The transmission of signals for a con- 
siderable part of this service may be 
compared to the transmission of tele- 
graph or teletypewriter signals, but of 
a different format and composition. The 
width and number of needed channels 
will depend on actual requirements. 


The requirements for pulse trans- 
mission are admittedly more exacting 
than for voice. Noise and interference 
may add or block out a pulse that may 
change the meaning or destroy the 
value of the data being transmitted. 
Similar noise or interference on a voice 
circuit may cause a few words to be 
lost but the speech will in most cases 
be understandable and intelligible. 

At the present time, operating tele- 
phone companies do not in general 
guarantee telephone channels to be 3 ke 
in width. The only claim usually made 
for such a circuit is that it will provide 
a good talking channel and transmit 
speech satisfactorily. 

Any one or a combination of the 
following types of circuits may be con- 
sidered satisfactory in meeting the re- 
quirements of this type of communica- 
tion: Loaded or non-loaded carrier, and 
voice frequency circuits. The character- 
istics may vary considerably, affecting 
the transmission of digital data. 

For example, the attenuation on non- 
loaded voice frequency circuits in- 
creases approximately as the square 
root of the frequency increases, and 
there is no clearly defined upper cut-off, 
whereas loaded local voice frequency 
circuits do have a clearly defined upper 
cut-off which is determined by the type 
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of loading used. On toll circuits, this 
cut-off point is set by the filters used 
in the four-wire terminating sets or 


two-wire repeaters. Repeating coils 
limit the low-frequency response. 
The telephone industry has never 


been found lacking and it is our honest 
opinion that facilities will be developed, 
as required, to adequately meet all of 
the needs of this new type of com- 
munication. 


One cable reel trailer of a new de- 
sign is equipped with a removable tow 
bar which can be used for multiple 
hook-up to permit tandem towing by 
one truck. 


With this arrangement, two or more 
trailers can be loaded with filled cable 
reels and towed to the job for instal- 
lation. 


The current need for some type of 
device to protect the home against 
forced entry and burglary is most 
apparent. , 


We never gave this question much 
thought or consideration until our own 
home was burglarized some few years 
ago. Although the house was locked, 
the burglar simply broke a window 
pane with a rock, reached in and re- 
leased the catch and opened the win- 
dow. And this all happened in broad 
daylight and within three blocks of the 
police station in our village. 


This caused us to realize for the 
first time how unprotected our homes 
are at the present time. Our locks on 
doors and windows are designed to 
keep honest people out but they do not 
even slow up the professional burglar. 
Nor does burglary insurance always 
cover all losses. 


A recently developed and reasonably 
priced cryptographic attachment for a 
page printer is now on the market. It 
is believed that this device may serve 
a useful purpose on many private tele- 
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printer circuits where secrecy is con- 
sidered essential. 

This device operates as follows: An 
encoding tape, i.e., a perforated tape 
containing an irregular and accidental 
sequence of code combinations, is in- 
serted into the transmitter attachment 
of the pageprinter. With normal classi- 
fied operation, the pageprinter will 
transmit, instead of clear text, a 
scrambled text, and, respectively, the 
reperforator attachment will produce 
an encoded tape for subsequent trans- 
mission by means of a standard tape 
transmitter. 

Decoding at the receiving end is 
accomplished automatically by insert- 
ing a duplicate of the encoding tape 
(containing the same code combina- 
tions) so that the receiving pageprinter 
will produce a clear text page copy 
and the reperforator attachment a 
clear text perforated tape. 

In addition to equipment simplicity, 
this system offers the advantage that 
the incoming text can be decoded only 
if the correct encoding tape is available 
at the receiving station. Contrary to 
operation with code books and similar 
decoding means, of an encoding 
tape is of no consequence since, nor- 
mally, transmission of the encoded text 
will start only when the receiving sta- 
tion confirms the receipt of the prope) 
encoding tape. 


loss 


The increase in the use of outdoor 
type booths to house public telephones 
is amazing in practically every part of 
the country. A parking lot which we 
pass daily did not have any public 
telephones one year ago. Then a booth 
was installed at one entrance and it 
handled so much business that a simi- 
lar booth was soon installed near the 
other entrance. Now a second booth 
has been added at the first entrance. 
Even so, there are times when cus- 
tomers must wait. 

Undoubtedly, there are still many 
locations in practically every exchange 
where these outside booths will prove a 
good investment. 
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TRANSISTORS 


in Telephone Circuits 


By HAROLD B. McKAY 


PART 2 


HE TRANSISTOR has advantages 
over the vacuum tube in that it is 
much smaller in and 
has far less power requirements. These 
advantages make the transistor a natu- 
ral for many applications in the tele- 
phone field. However, it is not likely 
that a great deal of apparatus will be 
redesigned for the express purpose of 
finding a place to put transistors. 


dimensions 


In any manufactured article, it is a 
long step from the inventor’s dream to 
the practicalities of economical manu- 
facture. The first transistors made were 
largely impractical from a manufactur- 
ing viewpoint. They were hand-made 
and very expensive; and in addition 
they varied widely from sample to sam- 
ple. Because of this wide leeway, they 
could not be adapted to quantity pro- 
duction techniques. 

A feature of the greatness of Ameri- 
can manufacturing methods is the inter- 
changeability of parts. This permits 
each part of any device to be manu- 
factured in quantity, with resultant 
savings in cost. If these parts can be 
assembled at random, the entire device 
can be made economically. 

The first transistors varied so much 
that the other circuit components had 
to be especially “tailored” to 
each transistor rather than be 
produced. 


match 
mass 


Even today, transistors vary some- 
what in characteristics. The newer 
circuits meet this condition by design 
which does not attempt to get the ut- 
most out of the transistor. 

Some telephone apparatus is nicely 
Suited to such a design where power 
requirements are small. Some newly de- 
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signed equipment is now using transis- 
tors rather than vacuum tubes, but it 
is not expected that existing satisfac- 
tory units of apparatus will be rebuilt 
quickly because of the transistor. 

On any new manufactured item, a 
high development and research cost is 
encountered before the first one is ever 


made. The finished product might be 
the result of hundreds of ‘tries’ or 
experiments. 

Even after a countless number of 


such experiments and field trials pro- 
duce an acceptable circuit, heavy tool- 
ing-up costs must be met before pro- 
duction can commence. A simply molded 
plastic part which looks like a cost 
of a few cents may require a $5,000 
die to produce it. 

Any manufacturer must sell a great 
number of his products before he begins 
to break even on _ these 
tooling-up costs. It is 
he realizes a profit. 


and 
that 


design 
later on 


For these reasons, there will probably 
be no wholesale change to transistors 
in present apparatus; but as research 
and progress produce new ideas, the 
transistors will find more extensive ap- 
plication in new circuits. 


Deaf-Set 

One of the first items to use the 
transistor is the subscriber set for use 
by persons hard of hearing—the ‘“deaf- 
set.” Originally, customers were sup- 
plied with a vacuum tube amplifier and 
a large battery box which provided 
amplification to the receiver of a 
standard instrument. 

With the development of the handbell 
set, a mechanical amplifier was used. 
This unit used a small receiver unit 
coupled to a transmitter unit, which, 





in turn, connected to the 
the handset. This took advantage of 
the amplifying properties of the carbon 
microphone. The mechanical amplifie 
could be made small enough to fit inside 
of a normal instrument, but it still 
required a local battery for operation. 


receiver in 


The coming of the transistor at a 
time when the telephone instrument 
was undergoing general design changes 
probably influenced the production of 
a transistorized set for subscriber’s use. 
Because the power requirements for the 
transistor are so small, it is possible to 
“borrow” a little of the common battery 
line current which ordinarily serves the 
transmitter. 

This stunt makes little difference in 
the transmitter output; however, appro- 
priate filters are required so that only 
the de from the transmitter current is 
sent to the transistor. The variable 
components resulting from speech in 
the transmitter are blocked by a small 
choke coil from reaching the receive! 
and causing excessive sidetone. 

Fig. 2.1 shows a simplified schematic 
of the type of circuit used in the new 
set. For all of its tiny size, it is a very 
efficient amplifier as it 
best techniques in design. 

The 


used to 


embodies the 


volume shown can be 


reduce the received signal to 


control 


normal for use by persons with normal 
hearing. This eliminates the use of an 
on-and-off switch. This volume control 
is also part of a feedback circuit fo! 
the transistor, thus 
purpose. 


serving a doubl 


Headset Amplifier 
Along the same lines is the headset 
amplifier which is shown in the accom 
panying photograph. 


This transisto 
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ized item is completely contained in the 
small box. The box is plugged into the 
switchboard, and any standard headset 
plugged into the box. 

Like the deaf-set, this device draws 
a small amount of current from the 
transmitter circuit to energize the 
The unit can be used for 
operators who are hard of hearing, or 
in places where the board is in a noisy 
location, or where with 
transmission must be used. 


transistor. 


lines poor 


The circuit for this head-set amplifier 
is shown in Fig. 2.2. The regular 
transmitter voltage supply enters the 
amplifier through the tips of the plugs 
which connect to the switchboard head- 
set jack. 

On the way to the transmitter, the 
current travels through two 
R4 and R5, causing a 


resistors 
voltage drop 
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Fig. 2.3. This is a simplified schematic of a negative impedance repeater using 


transistors instead of tubes. 


Voice currents from the line are coupled to the 


emitters of the two transistors by the transformers. The amplified voice appears 


across the inductance and the network at the left. 


From here it is cross-coupled 


back by condensers CC and into the line again, thus boosting the volume of the 
original voice. 


unequal in value, so more voltage ap- 
pears across one than the other. 

The point between the two resistors 
connects to the base of the transistor. 
The smaller of the voltage drops then 
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Fig. 2.1. In this “deaf-set” 
through the choke coil LI. 


amplifier a small amount of line current is diverted 
This is also filtered by condenser C2 and supplied 


to the base of the transistor through resistor R2. The current to the emitter of 
the transistor is controlled by volume control V, which also introduces negative 


feedback when set is at less than full volume. 
plified output of the transistor to the receiver. 


Transformer Tl couples the am- 
(Adapted, with permission, from 


a drawing in the Bell Laboratories Record.) 





5 a: 





C 
IC 
, 2 2 | | 7 “q 
Re ] | | 
Cl + | 
in |e | 
R3 | | 






































R4 R5 | 
+ L | = 
-~ =t—-} | 
Ce | 
=. mil 

















Fig. 2.2. The parts of the transistor shown in this headset amplifier are B, the 
base; C, the collector, and E, the emitter. R1 is a potentiometer use for volume 


control. 


Explanation of the operation of this circuit is given in the text. 


(From 


an Automatic Electric Co. drawing.) 
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and the larger the base and 
collector, which is the electrical condi- 
tion required by the transistor. Thus, 
the two behave as though 


they were two batteries. 


across 


resistors 


A 50-mf condenser C2 by-passes the 
transmitter these re- 


which 


voices around 
avoid the 
if the ac currents 
through the resistors. 

The which 
from the sleeves of the plugs, normally 
goes direct to the receiver of the head- 
set. 


sistors to loss would 


occur had to go 


receiver circuit, comes 


In this device the incoming voices 
enter a miniature transformer, the 
secondary of which applies the voice 
to the input of the transistor. 

The amplified output of the transistor 
is coupled by another small transformer 
into the headset In this man- 
ner the received voices are amplified 
before being heard. 


receiver. 


The application of transistors to voice 


frequency repeaters appears to open 
a field which will be of great impor- 
tance to telephone companies. This 


seems to be particularly true in the 
case of the negative impedance repeater 
which is now being installed in great 
numbers. 

Present use of these devices is limited 
largely to central office 
where it permits the use of smaller 
gauge cable and provides a toll grade 
of transmission for many circuits. 


installations 


It would seem that the field of appli- 
cation of both the shunt and 
negative impedance repeaters could be 
extended considerably, particularly in 
the Independent company field, if these 
amplifiers could be placed in the middle 
of long lines. 


series 


Any repeater can be made to work 
at an intermediate point along a line. 
In fact, for many applications, superior 
results could be obtained this way. 
The problem is one of supplying power 
to the repeater. 

A vacuum tube device requires heater 
or filament power and a higher voltage 
for its plate supply. 

(Please 


This can add up 


turn to page 28) 
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watts which means that a 
supply with battery standby 
must be furnished at the repeater. 

An alternative method is to use up 
valuable pairs, sending the power out 
from the office. 

Where the repeater is located in a 
central office that may be conveniently 
located at the mid-point of a long line, 
the problem is small. 


to several 
power 


Pole mounting 
and maintenance of a power plant are 
something else. 

The transistor enters the picture in 
a favorable light because of the small 
amount of power that it uses. With 
one watt, or needed for each 
transistor, several may be supplied over 
a single battery circuit from the office. 

Because no high voltage is required, 
the standard 48-volt central office sup- 
ply might be used. Experiments have 
indicated that even a long circuit, which 
would drop this down to 16 volts, can 
still be used by transistorized repeaters. 

This would mean that the small nega- 
tive impedance repeaters could be pole- 
mounted and supplied with battery 
from the central office, even though it 
may be several miles away. 


less, 


Repeater Theory 

The theory of operation of the nega- 
tive impedance repeater was covered 
by a previous series of articles (TE- 
LEPHONY, Sept. 10 to Oct. 15, 1955). 
The principle is the same with transis- 
tor operation as it is with tubes, but 
certain circuit modifications require a 
further explanation. 

In a vacuum tube, there is no direct 














The small size of this voice frequency negative impedance repeater is an example 
of the miniaturization techniques possible when transistors are used instead of 
vacuum tubes—Photo, courtesy of Automatic Electric Co. 


electrical 
from one 


connection inside the tube 
element to another. There- 
fore, the grid, or input circuit, is iso- 
lated from the plate, or output circuit, 
as far as the tube itself is concerned. 

Any connection between the input 
and output, such as exists in the tube- 
type negative impedance repeater, is 
accomplished in the connecting circuits 
outside of the tube. 

The transistor, when conduction is 





The small box shown above contains a complete transistor amplifier. It is plugged 
into the switchboard or other equipment. It draws its power from the transmitter 


battery supply and amplifies the voices received by the headset. 


A small knob 


controls the volume level—Photo, courtesy Automatic Electric Co. 
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taking place, can provide a direct con- 
nection from the emitter through the 
base to the collector. Thus, the input 
and output circuits are interdependent 
and can affect each other. 

Another item is the fact that a 
vacuum tube produces a phase reversal 
in a signal that through it. 
Only with certain hook-ups will the 
transistor do this. 


passes 


The negative impedance repeater re- 
quires that the impedance of the net- 
work be transformed to a theoretical 
negative impedance and placed in series 
with the line. This calls for a slightly 
different circuit configuration in the 
transistor circuit than that used with 
tubes. 

A simplified drawing 
negative impedance 
in Fig. 2.3. Here a primary winding 
of the transformer is in each side of 
the line to be amplified. The secondary 
of this transformer applies the voice 
across the emitters of the transistors. 
The ac voice voltage is applied in a 
push-pull fashion. That is, first the 
positive side of the wave is on 
transistor and then on the other. 

Most of the current which enters the 
emitters of the transistors travels on 
through and out through the collectors. 
From the collectors, this current flows 
through the load which consists of the 
inductance and the gain adjusting net- 
work and other components. 

A voltage drop is, therefore, de- 
veloped across this load; and this volt- 
age is cross-coupled back through the 
resistors and condensers CC to the 
base of the opposite transistor. 


of a_ series 


repeater appears 


one 


(Please turn to page 53) 
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Suit Challenges Maryland’s 
New Anti-Strike Law 

Validity of Maryland’s new public 
utility anti-strike law was challenged 
in a suit filed in Federal District Court 
on Mar. 22 by the Baltimore Transit 
Co. (TELEPHONY, Mar. 24, p. 31). 

The law, which was used to end a 
39-day tieup of buses and streetcars 
in Baltimore, provides for state seizure 
of utilities to halt or 
tion of because of labor-man- 
agement disputes, and calls for com- 
pulsory arbitration of such disputes 
where other settlement efforts fail. 


prevent disrup- 
service 


It was when Governor McKeldin or- 
dered compulsory arbitration of the 
dispute that the transit company filed 
its suit, claiming, among other things, 
that the law conflicts with the Taft- 
Hartley Act. 

The company asked a temporary in- 
junction restraining the state from 
enforcing the law, a permanent injunc- 
tion and a judgment declaring the law 
“invalid and unenforceable, as repug- 
nant to the constitution of the United 
States, and in conflict with the provi- 


sions of the said National Labor Re- 
lations Act.” 

Hearing of the suit by a special 
three-judge panel was scheduled for 


Apr. 4. Baltimore buses and streetcars 
were expected to keep rolling during 
the anticipated protracted litigation 
that may eventually reach the U. S. 
Supreme Court. 


Oregon Independent 
Awarded Rate Raise 

The Home Telephone Co., Inc., Con- 
don, on Mar. 26 secured authority from 
the Oregon Public Utilities Commis- 
sioner to effect dial service rates which 
will increase the company’s gross rev- 
enues by $1,339.57. 
rate base of $74,914.61, the 
new rates will give the company a rate 
of return of 4.80 per cent before in- 
come taxes, and 3.36 per cent after in- 
come tax payments. 


On a 


The rate base was on original cost 
depreciated including materials-sup- 
plies and working cash, and less the 
depreciation reserve. 


In 1955 the company had experienced 
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a return of 


3.01 per cent before tax 
payments, and after income taxes 2.11 
per cent. 


The commissioner observed: 


“The company contemplates increas- 
ing its revenue by the addition of new 
subscribers and the upgrading of serv- 
ice. 

“The company’s net operating in- 
come, after income taxes, based upon 
the proposed rates and on the custom- 
ers in service on Dec. 31, 1955, is esti- 
mated to be $2,516.37. 


California Company Asks 
Change in Rates, Rules 

The Mariposa County Telephone Co. 
recently asked the California Public 
Utilities Commission for an adjust- 
ment and revision of rates, rules and 
regulations, it was reported on Mar. 8. 

The company claimed -in its request 
for increase in compensation that it 
has not for many years been making 
a reasonable return on its investment. 

It set out that the cost of all items 
of labor and material used in operation 
of the company has increased consider- 
ably since the present rate 
was established in 1949. 


structure 


The local company recently secured 
a $374,000 loan from the Rural Elec- 
trification Administration to improve 
its facilities and extend service to resi- 
dents of the Mt. Bullion, Midpines, 
Darrah, Jerseydale, Usona, Bootjack, 
Oak Grove, Ben Hur and Cathey’s Val- 
ley districts. 


Two Kansas Companies Seek 
Raises to Erase Deficits 

Two Kansas telephone companies 
have asked for higher rates because 
they have been operating in the red, it 
was reported on Mar. 22. 

The Kansas Corporation Commission 
is to hear, on Apr. 23, application of 
the: 

Grinnell Telephone Co., seeking $1,881 
a year more. 

Farmers Telephone Co., Menlo, ask- 
ing $813 more annually. 

Both companies, in their applications, 
said they operated at a loss last year. 

The commission on Mar. 20 took un- 





der advisement two more companies’ 
applications for rate increases. 

Both said they needed the additional 
revenue to pay higher wages and make 


improvements in their service. 


Ill. Companies Ask Purchase. 
Stock Issue. Rate Raise 

The Illinois Commerce Commission is 
scheduled to hear the following cases 
during the month of April: 

On Apr. 3 application of the North- 
ern Illinois Telephone Co. for authority 
to issue $200,000 of its unsecured notes 
and $168,000 of its common stock. On 
Apr. 4, a petition for this company to 
purchase Shannon Telephone Co., For- 
reston Mutual Telephone Co., Illinois 
Mutual Telephone Co., and Peoples Mu- 
tual Telephone Co. 


On Apr. 4 a continuation of the ap- 
plication of the Champaign County 
Telephone Co., for authority to issue 
two mortgage notes in the amount of 
$80,000 and $116,000. 

On Apr. 5, the application of As- 
sumption Telephone Co. for increases 
in rates. 


Wyo. Commission to Hear 
Mountain States Rate Case 

Wyoming’s Public Commis- 
sion postponed on Mar. 21 the effective 
date of proposed rate increases by the 
Mountain States Telephone & Tele- 
graph Co., and set a hearing on the 
matter for Apr. 25. 

The company, in earlier filing the 
proposed rate boosts on urban, subur- 


Service 


ban and locality service and message 
toll service in Wyoming, had asked 
that they become effective on Apr. 20. 


Minnesota Commission OKs 
Sale of Three Companies 
The Minnesota Railroad & Warehouse 
Commission Mar. 12 authorized the 
Laporte Telephone Co. to purchase the 
East Side Farmers Mutual Telephone 
Co., which 
stations. 


presently serves some 13 


The commission on the same date au- 
thorized the Hancock Telephone Co. to 
purchase Rural No. 9, 


Line serving 
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approximately eight stations, and Rural 
Line No. 10, serving approximately 11 
stations, 


Sues Illinois Bell for 
Name Omission in Directory 
Jack R. Cook, Rockford, Ill., attorney 
and justice of the peace, on Mar. 17 
sued the Illinois Bell Telephone Co. for 
$10,000 because his name was left out 
of the new classified telephone direc- 
tory. 
In Cook’s suit, he charged the omis- 
sion would “result in great 
earning.” 


loss of 


Commission 


N. C. Rules 
Company Need Not Serve 


The North Carolina Utilities Com- 
mission on Mar. 28 refused to order a 
telephone company to provide service 
again to a former subscriber who left 
it to join a telephone membership co- 
operative and then became dissatisfied 
with the cooperative’s rates. 

In its order, the commission pointed 
out that the petitioner, Paul Casstev- 
ens, a lumberman, supported the organ- 
ization of the Yadkin Valley Telephone 
Membership Corp., and joined it will- 
ingly although he previously had been 
served by Central Telephone Co. of 
Mount Airy. Just because he now is 
dissatisfied with the co-op’s rates is no 
reason for the commission to order Cen- 
tral Telephone to serve him again, it 
said. 

Mr. Worthington said the ruling does 
not mean that the commission will not 
order a public utility to serve a person 
if that person is not getting satisfac- 
tory service from a cooperative, but 
that he does not think the commission 
should be involved in cases where rates 
are the only complaint. He pointed out 
that many utilities under control of the 
commission have various rates. 

When Casstevens’ monthy bill ran 
over the charge he had paid for service 
from Central Telephone Co., he asked 
that Central Telephone be ordered to 
return service to his place of business. 
For services from Central, he said, he 
had paid about $10 to $12 a month, but 
under the cooperative his monthly bills 
total about $52 because he has two tele- 
phones and special service. 

The commission ruled that evidence 
in the case indicated that Casstevens 
“to a great extent is author of his own 
misfortune and present predicament,” 
and pointed out that he joined in ef- 
forts which resulted in Central’s sale 
of operating rights in the area to the 
telephone cooperative. 

Commissioner E. H. McMahan dis- 
sented from the order on grounds that 
the commission was in error when it 
authorized Central to sell the territory 
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to the membership cooperative in July 
1954, and argued that since Central has 
“not legally abandoned” the area, Cas- 
stevens has a right to demand service. 

Central’s nearest line to the lumber 
company plant is one mile distant, and 
McMahan said that if it is not feasible 
to build a line “then he (the petitioner) 
should be given the choice of paying a 
contribution in aid of construction or 
doing without service; but certainly he 
should not be denied the right to have 
such service.” 

McMahan agreed that he took part 
in the commission order authorizing the 
sale of the rights ‘‘which I am now con- 
vinced was erroneous.” 

The majority order said that the 
commission takes the position that it 
does not have any jurisdiction over tele- 
phone membership cooperatives but 
state law gives it authority over public 
utilities, such as Central, to approve 
“the sale of facilities, lines, and the 
relinquishment of service areas.” 


State High Court Upholds 
Fine Against Pa. Company 

A Pennsylvania Superior Court rul- 
ing handed down on Mar. 26 upheld a 
fine of $32,750 against the York Tele- 
phone & Telegraph Co. for failure to 
provide adequate service to its cus- 
tomers. 

The court’s majority opinion, writ- 
ten by Judge William E. Hirt, cited 
results of a state public utility com- 
mission investigation which ended in 
an order to the company to increase its 
cable and installation men in order to 


meet a backlog of applications for 
service. 
The commission imposed two fines 


against the company, the second one 
for $19,800. However, the superior 
court tossed out the second levy on the 
ground it duplicated the first fine. 

The court noted that the commission 
received 160 informal complaints 
against the company during the period, 
Jan. 1, 1954, and Mar. 1, 1955. It said 
further that as of Mar. 1, 1955, there 
were 3,568 deferred applications in- 
cluding 22 since 1946 with telephones 
still not installed. 

Judge Hirt said the smaller fine was 
levied for “persistent and unjustified 
failure” to provide service to those 22 
applications who had failed to obtain 
telephones in that 1946-1955 period. 

“We convinced,” Judge Hirt 
wrote, “that these penalties were im- 
properly imposed. 


are 


“From the evidence, it was apparent 
that the failure of the company to 
supply these companies was due in 
whole or in part in each instance to its 
neglect to provide the additional cable 
crews enjoined by the 1952 order. 


“In that respect, the order of the 
commission directing the company to 
forfeit an additional payment of $19,- 
800 is a duplication of and in cumula- 
tion of the cable crew penalties im- 
posed.” 

President Judge Chester H. Rhodes 
wrote a minority opinion, in which 
Judge Blair F. Gunther concurred. It 
agreed with imposition of the larger 
fine, but said the second fine should 
have been reduced to $1,100. They held 
that the second fine was not a duplica- 
tion. 

The minority opinion said the smaller 
fine should have been levied on the 
company on the basis of $50 each of 
the 22 “unexplained failures to provide 
adequate, efficient and reasonable serv- 
ice to the pre-1951 applicants.” 


Commission Puts End to 
Indiana Bell Rate Wrangle 

Four years of legal wrangling in the 
Indiana Bell Telephone Co. rate case 
ended on Mar. 29% as the Indiana Pub- 
lic Service Commission, in a divided 
ruling, agreed to a court-fixed rate 
increase already in effect (TELEPHONY, 
Jan. 21, p. 30). 

Commissioners M. Elliott Belshaw 
and Wendell Tennis agreed to a 
$6,600,000 annual rate increase for the 
company, while Warren Buchanan dis- 
sented. 

The commission’s ruling superseded 
those of July 10, 1952, and Aug. 20, 
1953, which had sharply scaled down 
the company’s petitions for higher 
rates and would have provided a_ re- 
fund to customers. 

Belshaw and Tennis sanctioned the 
rate increase on the basis of evidence 
presented by Indiana Bell before Shelby 
Circuit Judge Harold Barger last sum- 
mer. 

The Indiana Supreme Court last De- 
cember reiterated an earlier decision 
upholding the rate-making right of 
Marion Circuit Judge Lloyd D. Clay- 
combe. 

Harry S. Hanna, company president, 
stressed that since the rates went into 
effect more than four years ago, large 
expenditures for improvements and 
wage increases had been necessary. 


N. Y. Company Asks Raise 

The New York Public Service Com- 
Apr. 3 was to hear the 
application of Chautauqua & Erie Tele- 
phone Corp. for authority to 
$150,000 of first mortgage series B 
bonds and 1,500 shares of cumulative 
preferred stock with a par value of 
$50 per share, and to increase the 
stated value of its common stock from 
$25 to $40 per share. 


mission on 


issue 
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Approves Ore. Co. Loan; 
To Hear Rate Requests 

Oregon’s Public Utilities Commis- 
sioner Charles H. Heltzel on Mar. 29 
authorized the Columbia Telephone Co. 
of Oregon, Corbett, to borrow $60,000 
from Stromberg-Carlson, a division of 
General Dynamics Corp. The loan is 
to be repaid in 20 years and is to be 
used, together with proceeds from the 
sale of company common and preferred 
stock to Columbia’s president, to finance 
conversion of magneto facilities to dial 
service and construction of a new ex- 
change building in Corbett. 

The commissioner on Mar. 28 re- 
ceived rate increase applications frem 
Aurora Mutual Telephone Co. and the 
Oregon Telephone Corp., Mt. Vernon. 


Kansas Independent Gains 
Temporary Rate Increase 


The Kansas State Telephone Co., 
with exchanges in Baxter Springs, Ga- 
lena and Scammon, has been granted 
a temporary rate increase under bond 
by the Kansas Corporation Commission, 
it was reported recently (TELEPHONY, 
Feb. 11, p. 76). 

Increases of approximately 25 per 
cent went into effect on Mar. 1. 

The increase was necessary in order 
to meet sharply increased wages man- 
datory under the Fair Labor Standards 
Act, according to John F. Baker, pres- 
ident of the Kansas State Telephone Co. 


Three Independents Granted 
Increases in Rates 

Rate increases for three Independent 
telephone companies were approved on 
Mar. 28 by the Kansas Corporation 
Commission. (TELEPHONY, Feb. 25, p. 
30). 

The commission said the bulk of the 
increases granted were necessitated by 
congressional action in raising the min- 
imum wage. 

The Wamego Telephone Co., received 
a raise of $12,080 a year. 

An annual increase of $3,899 was 
approved for the Peoples Mutual Tele- 
phone Co., La Cygne, which serves 523 
customers. 

The Formoso Mutual Telephone Co. 
was granted an annual raise of $1,447. 


Kansas Independent Asks 
To Buy Two Exchanges 

United Telephone Association, Dodge 
City, Kan., has completed negotiations 
for purchase of the Ashland and Engle- 
wood telephone exchanges from Western 
Light & Telephone Co., Great Bend. 

Effective date of the transfer was 
Mar. 1. 


APRIL 7, 1956 


Requests N. C. Approval of 
Stock Exchange with Ia. Co. 


Central Telephone Co. of Lincoln, 
Neb., which has North Carolina head- 
quarters at Mount Airy, on Mar. 29 
asked the North Carolina Utilities Com- 
mission to approve an exchange of 
stock with the Fort Dodge (Iowa) 
Telephone Co. 

Central acquired 88 per cent of Fort 
Dodge stock in September 1954, and 
now plans to absorb that company. 
Under the proposal, it would issue 
4,853 shares of $5.00 dividend series 
of cumulative preferred stock without 
par value but with a stated value of 
$100 per share, which would be ex- 
changed for Fort Dodge stock. It also 
would issue 4,095 shares of common 
stock of par value of $10 per share, 
which would be exchanged at the rate 
of 4% shares for each common share 
of Fort Dodge stock. 


Illinois Independent Seeks 
Increase in Rates 


Hutsonville Telephone Co. on Mar. 
26 petitioned the Illinois Commerce 
Commission for rate increases. The 
company asked that the new rates be- 
come effective Apr. 25. 

The company serves 444 customers 
and is seeking an annual total increase 
of $4,000. 


Answers Roosevelt’s Attack 
On AT&T Suit Settlement 

U. S. Assistant Attorney General 
Stanley N. Barnes, head of the Justice 
Department’s anti-trust 
Mar. 29, defended the government’s 
settlement of the anti-trust suit against 
American Telephone & Telegraph Co. 
from an attack by Rep. James Roosevelt 
(D. Cai.). 

toosevelt charged that the agreement 
would not disturb the near-monopoly in 
telephone equipment manufacturing 
held by AT&T’s subsidiary, Western 
Electric Co. 

Barnes described the consent decree 
signed last January as “good and 
proper,” and stated the provision  re- 
quiring all AT&T and Western Electric 
patents be offered free to all comers 
‘opens the door” to competition. Barnes 
testified before a Small Business Sub- 
committee headed by Roosevelt. 


division, on 


’ 


The committee’s argument centered 
on AT&T’s retention of Western Elec- 
tric. Under the ordinary complaint filed 
in 1949, the government sought to 
divorce Western Electric from AT&T 
and split it into three concerns. 

Under the consent decree that ended 
the suit, AT&T and Western Electric 
were forced to license 8,600 patents 


royalty-free and Bell telephone operat- 
ing companies were confined to publicly 
regulated communications business. 

“We don’t see how this produces 
more competition” in equipment-mak- 
ing, Roosevelt said. He noted AT&T 
owns 98 per cent of the long-distance 
lines, controls 85 per cent of the local 
service and can buy all its apparatus 
exclusively from Western Electric. The 
subsidiary makes, he said, more than 
90 per cent of the nation’s telephone 
equipment. 

Barnes estimated Western Electric’s 
share at more than 80 per cent. How- 
ever, he said the antitrust 
decided it could not win a court case 
aimed at divorcing Western Electric 
from AT&T and dividing it up. 

Barnes pointed out that consumers 
are protected from having Bell com- 
panies base rates on possible high 
charges by Western, because the su- 
preme court has ruled that _ public 
utility commissions can disallow un- 
reasonable bills for equipment. 


division 


Roosevelt contended that this prob- 
ably would only force Western Electric 
to cut prices, but he doubted if it 
would bring new manufacturers into 
the equipment business, which, he said, 
was the original aim of the suit. 

Barnes replied that freeing AT&T- 
WE patents would encourage competi- 
tion, but Roosevelt asked what good it 
would do to have a patent if AT&T 
buys only from Western. He added 
he had received a “considerable” num- 
ber of complaints from small manufac- 
turers who said the consent decree left 
them “no better off than before.” 

Barnes replied that his office had re- 
ceived no complaints. In prepared testi- 
mony, he said Western Electric has al- 
ready received 92 serious requests from 
new potential patent users. 


Kan. Company Gains Raise 

The Madison Telephone 
has received a ruling from the Kansas 
Corporation Commission granting its 
request for a rate increase. The in- 
crease was to be effective Apr. 1. (TE- 
LEPHONY, Mar. 31, p. 38). 


Exchange 


Wis. Company Seeks Raise 

The Wisconsin Public Service Com- 
mission on Apr. 5 was to hear the ap- 
plication of the Farmers Independent 
Telephone Co., Grantsburg, for author- 
ity to increase rates. 


Free Enterprise, Colleges 

“There is a great kinship between 
private colleges and private enterprise. 
If private enterprise is weakened, pri- 
vate colleges will be liquidated.”—WIL- 
LIAM W. WHITEHOUSE, President, Al- 
bion College. 
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Automatic’s engineers smooth your path through every step of 
conversion to the final distribution of your new directories. 
Their help guarantees your success. Arrange for a conference today. 
Write: Automatic Electric Sales Corporation, 


1033 W. Van Buren St., Chicago 7. Or call HAymarket 1-4300. 
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The telephone man operating 
Strowger Automatic equipment 
need never worry 

about maintenance costs, 
-complexities, -uncertainties. 
For him, the records 

of hundreds of successful 
exchanges assure a rosy future. 





S good reasons why: 


1 ONLY STROWGER AUTO- 
MATIC OFFERS THE ASSUR- 
ANCE OF EXPERIENCE: Go 

to see the owner of a Strowger Automatic 
exchange—he’ll be pleased and proud to 
show you around. Question him frankly 
about maintenance—ask to see his rec- 
ords. Talk with other Strowger owners, 
too (they’re easy to find!). Everywhere, 
you'll see conclusive proof that Strowger 
maintenance is simple and low in cost— 
a vital consideration at today’s high 
labor rates. 


4 STROWGER AUTOMATIC IS 

EASY TO UNDERSTAND: 

A man can check a switch or a 
switch train by dialing and watching the 
equipment as it works. There are no 
complicated circuits to trace, as the re- 
lays associated with each switch are 
mounted directly with it. 


— AUTOMATIC ELECTRIC 
PREPARES YOUR MEN TO 
HANDLE ANY MAINTE- 

NANCE PROBLEM: In Automatic’s 
Training School in Chicago, your em- 
ployees may receive practical easy-to- 
understand instruction in all phases of 
equipment operation, from basic tele- 
phony to the most modern maintenance 
practices. 


HELPFUL INFORMATION IS 

ALWAYS AT HAND: Auto- 

matic provides technical publications 
showing approved techniques for pre- 
ventive and corrective maintenance. 
Automatic’s Operating Engineers are 
available to help you—day and night, 
weekends and holidays. 


yiStrowger Automatic ! 


5 STROWGER AUTOMATIC IS 
BUILT TO STAY AWAY 
FROM TROUBLE: Precision 

drilling and tapping like this is typical of 

Automatic Electric craftsmanship in pro- 

duction. Careful manufacture, superior 

materials, and Automatic’s more than 60 

years experience in engineering quality 

equipment make Strowger Automatic the 
world’s recognized standard in telephone 
switching. 


STROWGER AvTomat 
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BLAW-KNOX 
MICROWAVE PACKAGE 


brings better telephone service 
to 100 communities 





Three Blaw-Knox Microwave Transmission Towers 
are an important part of a recently completed three 
city-two state microwave-telephone toll system 
which was engineered, furnished and installed by 
Lenkurt Electric Company and Automatic Electric 
Sales Corporation. 

This modern system links the Home Telephone 
and Telegraph Company of Indiana with General 
Telephone Company of Ohio. Originating at the 
200’ Blaw-Knox self-supporting tower in downtown 
Fort Wayne, Indiana, signals are beamed to a 170’ 
Blaw-Knox guyed tower on the outskirts of Ant- 
werp, Ohio. From this mid-point, messages termi- 
nate at the 150’ Blaw-Knox self-supporting tower 
in Bryan, Ohio. 

Excellent toll service is now provided subscribers 
in more than 100 Ohio and Indiana communities. . . 
yet the cost of this efficient microwave-telephone 
link was less than a normal cable hook-up. 

We’d like to help you plan better service for your 
customers. Write today for Booklet 2516, which 
illustrates Blaw-Knox Microwave Towers and de- 
scribes Blaw-Knox tower engineering, design, fabri- 
cation and erection services. 


BLAW-KNOX COMPANY 


BLAW-KNOX EQUIPMENT DIVISION 
PITTSBURGH 38, PENNSYLVANIA 


“Uy WiCGROWAVE TOWERS 


Towers for Microwave, AM, FM, TV, 
Radar ... guyed and self-supporting . . . 





steel transmission towers . . .other special 
structures ... all custom built for your needs 
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Fort Wayne, Indiana—200’ Blaw- 
Knox self-supporting tower. Triple 
rings permit later installation of addi- 
tional parabolas. 























Antwerp, Ohio—Mid-point. Subur- 
ban location permitted erection of 
Blaw- Knox guyed tower. 170’ tower 
topped by two 10’ reflectors—one 
beamed for Fort Wayne, Indiana 
terminus; one for Bryan, Ohio 
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; Outstanding Battery Performance is yours ‘ie Preformed Dead-Ends for Telephone Line 

when you choose Gould Planté Batter me: Wires and Rural Distribution Cable 
- ies. Thick, grooved pure lead positive ” - Messenger. No tolls required, can be . 
Yo plates give many years of trouble-free eee installed without cutting wire. Available vee 
ok service! Made by GOULD-NATIONAL in galvanized steel, copperweld, stainless 5 
Res. ies BATTERIES, INC.. a leader in their . ~ a steel and bronze. PREFORMED LINE — 
es field. They’re the finest money can buy. ; PRODUCTS CO. Tah 
Th 


























































“Prospector” Earth Boring Machine! Extra ie Afraid of Winter? Keep your lines in ac- 
rugged construction Digging Bar - tion your maintenance costs down 
angles to right, left, or forward. Angles ee with DIAMOND WIRE & CABLE CO.’s 
better than 45°. Priced in the low- RED-D Drop Wire. Superior adhesion, 


conductivity, tensile strength. Available 


priced field. Ask for a demonstration! s 
in Copperweld and Signal Bronze. 


WYOMING VALLEY EQUIPMENT. 
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i: ae é a 
ay Get Double Value with Reebline lead alloy SN 
ae sheathed telephone cable. Top qualits a 
me reath I i p quality eS 
nf ... Top engineering service. Made with oe 
— Nos. 19, 22 or 24 A.W.G. conductors, up $e 
im to 909 pairs, Paper insulated conductors. aes 
a with pairs color-coded. JOHN A. ROE - 
BLING’S SONS CORP. ate 
es 
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Seven Kellogg warehouses and over 1|00 
Kellogg distribution points from coast to 
coast assure you savings in shipping costs 
and fast delivery. You get the benefit 
of Kellogg's selection of top quality line 
upplies, too. 


























Tailored for Needs of Telephone Industry 4 ¥ ee 


—the 630-T Volt-Ohm Milliammeter is 
designed for work inside on panel = 
checking circuits on poles, etc. Supplied 
with adjustable neck strap, hand strap 
and special test leads. THE TRIPLETT 
ELECTRICAL INSTRUMENT CO. 
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KELLOGG 


KELLOGG SWITCHBOARD AND SUPPLY COMPANY 


A Division of International Telephone and Telegraph Corporation 


Sales Offices: 79 W. Monroe St., Chicago 3, Ill. 














Ladr-Levi, a leveling safety device for ex eg 
tension A-frame and straight ladders. op age 
Fully mechanical, keeps your laddet ees Ae 


2 % es " 
always level on slopes, steps, irregular na Se. 
surfaces. Levels instantly, locks auto RS 3 
motioonks Intoecha-venhle feet avail- 


able. Made by H-B INDUSTRIES, INC. 














Self-Contained Unit—The 3-phase Flotrol 
Automatic Constant Voltage Battery 
charger has no moving parts—all com 
ponents in one cabinet. No separate 


units to install. Designed for plants oe eet 
requiring 25 to 400 amps charging ie ts 


capacity. LORAIN PRODUCTS CORP. 




















KELLOGG 
BRANCH WAREHOUSES 
AND OFFICES: 


6000 W. 51st Street 
Chicago 38, Illinois 
REliance 5-5445 


4501 Truman Rood 
Kansas City 1, Missouri 
HUmboldt 7085 


1663 Mission Street 
San Francisco 3, California 
Market 1-6011 


410 N. Syndicate Ave. 
St. Paul, Minnesota 
Nestor 5878 


1515 Turtle Creek Bivd. 
Dallas 2, Texas 
Prospect 5191 


1555 West Fourth Street 
Mansfield, Ohio 
Mansfield 7-2816 


1594 Southland Circle, N.W 
Atlanta, Georgia 
Sycamore 4-244] 


KELLOGG 
BRANCH OFFICE: 
406 S. Main Street 


Los Angeles 13, California 
Vandyke 6759 


Remap Geographical Areas 
In REA Telephone Program 

Geographical areas for administra- 
tion of REA’s rural telephone program 
have increased in number to 
handle the growing workload, the U. S. 
Department of Agriculture announced 
on Mar. 26. 

In the future, REA will have eight 
sectional staffs in place of the present 
five in each of its two telephone divi- 
sions. As in the past, the section staffs 
will have headquarters in Washington, 
D. C., with field personnel traveling 
among borrower offices as required. 

Ancher Nelson, administrator of 
REA, said the new eight-section pat- 
tern will distribute the workload more 
evenly and reduce the number of bor- 
rowers for which each 
sponsible. 

“Under 


set-up,” 


been 


section is re- 


the previous five-section 
Nelson said, “the number of 
borrowers and applicants per section 
ranged from 82 to 136. In the new 
arrangement, the range is from 63 to 
79. This means that our people can 
better meet the present and prospective 
needs of the program. If and when 
the need arises for further changes, we 
will make them.” 

Now six and one-half years old, the 
REA telephone program has approxi- 


mately 430 borrowers. They include 
independent companies, cooperatives 
and mutual associations which have 


loans to bring new or improved tele- 
phone service to about 630,000 rural 
subscribers. 

More than half of the borrowers 
have entered the program in the past 
three years, and loans have risen 
sharply during that period. In March 
1953, they amounted to 1.13 million 
dollars, today they total 283 million 
dollars. New borrowers are being added 
at the rate of more than 100 a year, 
and loans are being made at the rec- 
ord level of about 80 million dollars a 
year. Construction also is moving at 
a rapid pace. More than 200 of the 
borrowers have facilities in operation 
and other systems are going into serv- 
ice every week. 

The new REA sections are estab- 
lished for the Telephone Operations 
and Loans and Telephone Engineering 
Divisions. The states comprising each 
section are as follows: 

Section 1—Arizona, California, Colo- 
rado, Idaho, Montana, New 
Mexico, Oregon, Utah, Washington, 
W yoming—Alaska, Hawaii, and Pacific 
possessions. 


Nevada, 


Section 2—Minnesota, North Dakota 
and Wisconsin. 

Section 3 — Kansas, 
South Dakota. 
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Nebraska and 


Mayor Pro Tem 
Russell K. Hart of 
Santa Monica, Cal., 
cuts the ribbon to 
dedicate General 
Telephone Co. of 
California’s 3-mil- 
lion-dollar general 
office building. 
Also taking part in 
the ceremony are 
(left to right) Ed- 
win M. Blakeslee, 
president, and 
Charles F. Mason, 
chairman of the 
board, of General 
of California; 
Harry Hamilton, 
president, Santa 
Monica Chamber 
of Commerce, and 
Donald C. Power, 
president of Gen- 
eral Telephone 
Corp. (TELEPH- 
ONY, Sept. 4, 
1954, p. 46). 


Section 4—Illinois, Iowa and Mis- 
souri. 

Section 5—Arkansas, Oklahoma and 
Texas. 

Section 6—Alabama, Florida, 
Georgia, Louisiana, Mississippi— 
Puerto Rico. 

Section 7 — Kentucky, North Caro- 
lina and Tennessee. 

Section 8 — Connecticut, Delaware, 
Indiana, Maine, Maryland, Massachu- 
setts, Michigan, New Hampshire, New 
Jersey, New York, Ohic, Pennsylvania, 
Rhode Island, Vermont, Virginia and 
West Virginia. 

For administrative Sec- 
tions 1, 2, 3 and 8 will be grouped un- 
der one assistant chief and 
4, 5, 6 and 7 under another. The for- 
mer designation of administrative 
groupings as the northern and south- 
ern regions is eliminated. 


purposes, 


Sections 


Administration of the rural electrifi- 
cation portion of the REA program is 
not affected by the changes. 


Obituary 

STANLEY BAKSALERSKI, 73, vice pres- 
ident of the Pulaski (Wis.) Merchants 
& Farmers Telephone Co. died after 
a short illness at Pulaski on Mar. 17. 

Mr Baksalerski, who lived in Pulaski 
most of his life, after coming to the 
United States from Poland, was named 
to the board of directors of the tele- 
phone company in 1917, 
after its organization. 
president in 1926, 
office continuously since. 


seven years 
He was named 
vice and held the 


e was also a director o e Pulaski 
He w ] lirector of the Pulask 








State Bank, a position to which he 
was elected in 1920, and served several 
terms as a village trustee. 


N.C. Independents Present 
Check to Development Group 

The North Carolina Independent 
Telephone Association, composed of 38 
companies, has presented a $250 check 
to the Business Development Co. of 
North Carolina through Governor 
Luther P. Hodges. L. S. Blades, of 
Elizabeth City, president of the group, 
presented the check at a ceremony in 
the governor’s office in Raleigh. 

The newly-formed corporation, in 
which stock is being sold, is seeking to 
develop business and industry in the 
state. 


Southern Bell Installs 
5,000,000th Telephone 

The five-millionth telephone operated 
by Southern Bell Telephone & Tele- 
graph Co. was installed on Mar. 17 in 
the office of Gov. Frank G. Clement of 
Tennessee, who the 
plated symbolic of 
growth and progress in the South. 


accepted gold- 


instrument as 


The special telephone, engraved to 
commemorate the event, was presented 
to the governor as a gift by S. H. 
Youngblood, general manager for the 
company in Tennessee, on behalf of 
Southern Bell’s 65,000 employes. 
ernor Clement is 
Southern 


Gov- 
chairman of the 
Governor’s Conference. 


Power of Directness 
“True eloquence scorns eloquence.” 


PASCAL. 
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Microfilm Recorder-Reader 


¢ Greatly simplifies toll billing 
* Cuts costs 


¢ Ends storage space problems 


Customer complaints about toll charges exact 
a toll of you, too . . . in money and man-hours 
wasted digging up disputed toll slips and 
explaining the charges. 


But with the Micro-Twin you simply: (1) Micro- 
film all toll slips—front and back simultaneously 
if desired —plus a brief, non-descriptive “facer’’; 
and (2) Send the fully detailed originals to the 
customer with his bill. Then he knows exactly 
what to pay and for what. 


And you retain, on film, the identical record... 
which you can file in only one per cent of the 
space your records occupied before. You save 
space and posting time... and stop customer 
ill will before it starts! 


All office records, in fact—personnel data, 
service applications, easement agreements and 
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other documents —can be as easily microfilmed, 
then filed in an equally tiny space. And pro- 
jected—same size as the original document— 
on the Reader when needed. 


You’ll want complete information about the 
only truly up-to-date combination microfilm 
recorder and reader that offers such a low-cost 
answer to your every microfilming need. Yes, 
in a single unit that costs less than you might 
expect to pay for a recorder alone! So get in 
touch with our nearby branch office, or write 
to Burroughs Corporation, Detroit 32, Mich. 


SOLD AND SERVICED BY 


Belle Howell Bu rroughs 


MICROFILM EQUIPMENT 


“‘Burroughs’”’ and “‘Micro-Twin”’ are trademarks. 
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may we help you sell 







an electronic secretary? 


use this ad with our compliments: 


Show the Electronic Secretary ad on the 
right-hand page to your business subscribers 
who need a telephone answering service. Give a 
copy to each of your commercial representatives and 
display it in your window or by your cashier’s cage. 
(We'll gladly send you all the copies you need.) In no 
time at all you'll find a lot of live-wire prospects! 
That’s not surprising, either. Not when you 
consider that banks, theaters, churches, contractors, 
refrigeration companies, stoker- and oil burner-service 
companies — plus a host of one man offices such as doctors, 
dentists, realtors, and insurance agents —are all 
prospects for the Electronic Secretary. 
If you really want to promote the Electronic Secretary 
full-blast, we'll be glad to help you. We’ll send you a brochure 
to show prospects, and a number of envelope 
stuffers with your imprint too, if you wish. 
Write us today; tell us how many brochures 

and stuffers you want. Put this material to work 
and then watch the orders roll in! 


Address: Automatic Electric Sales Corporation 
1033 W. Van Buren St., Chicago 7. Or call HAymarket 1-4300 


AUTOMATIC <>» ELECTRIC 


® i= 5 
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ORIGINATORS OF THE DIAL TELEPHONE 
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let “elsie” answer your telephone! 


Going out to lunch?... leaving on an 
important call?...no one to stay at your Zz 
place of business? Relax! Merely switch vs 

on “Elsie” the Electronic Secretary, fh 

and all calls will be answered 
courteously, automatically. A short 
recording requests each caller to leave 
his name, number, and message. You 
can get the messages by telephone if 
you wish. There’s no need to return 
to your office! 

You'll enjoy the prestige and the 
freedom the Electronic Secretary 
brings to your business. It’s 
economical too—handles your 

calls 24 hours a day for a few 
pennies. Call your telephone 
company today for full details. 
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Eight New Borrowers Get Telephone Loans From REA 


Eight telephone companies in as many states during 
the week of Mar. 18 received initial loans from the Rural 
Electrification Administration to extend and improve 
telephone service in rural areas, the U. S. Department 
of Agriculture announced. $2,684,000, the 
loans will enable the companies to bring new or improved 
service to 6,021 farm families and other rural subscribers. 
The new borrowers are located in California, Georgia, 
Michigan, Missouri, Oklahoma, Oregon, 
Wyoming. Details of the loans follow: 


Totaling 


Texas and 


Calhoun County Telephone Co., Homer, Mich., on 
Mar. 20 was extended a loan of $658,000, first loan, to 
improve and extend rural telephone service in Calhoun 
and Branch counties. 


The new borrower is a commercial corporation, which 
provides common battery and magneto service to 1,411 
rural subscribers through central offices at Homer and 
Tekonsha. It proposes to use the REA loan funds to 
modernize its existing system and provide facilities to 
serve 375 families and other rural residents now without 
telephones. 


Present plans include the construction of 212 miles 
of new line, a new dial central office and headquarters 
building at Homer, and a new dial office building at 
Tekonsha. Of the existing 199 miles of line, 46 will be 
rebuilt, 8 used in place, and the remainder retired. 

Robert J. Daverman is president of the Calhoun County 
company. 


Dixie Telephone Co., Claxton, Ga., also on Mar. 20 
was extended a loan of $244,000, first REA loan, to im- 
prove and extend rural telephone service in Montgomery, 
Tattnall, and Toombs counties. 


The new borrower is a commercial corporation, pres- 
ently furnishing magneto service to 209 rural subscribers 
over 40 miles of line. The company is planning a modern 
automatic system in the three counties to provide improved 
service to the existing subscribers and initial service to 
275 rural families now without telephones. 

The borrower proposes to construct new automatic cen- 
tral offices at Collins and Uvalda, and retain its present 
headquarters at Claxton. In addition 126 miles of new 
line will be constructed. Of the existing line, 34 miles will 
be rebuilt and 6 miles used in place in the expanded 
system. 


J. F. Collins is manager of the Dixie Telephone Co. 


Sierra Telephone Co., Inc., Raymond, Cal., also on 
Mar. 20 was allocated $353,000, first REA loan, to im- 
prove and extend rural telephone service 
County. 


in Madera 


The new borrower, a commercial company, now pro- 
vides common battery and dial 246 rural 
subscribers over 87 miles of line. 


service to 


The REA loan will enable the Sierra company to offer 
improved service to its existing subscribers and _ initial 
service for 307 families and other rural residents in the 
area, 


Present plans include a new automatic central office 
building to replace the common battery facilities at Ray- 


mond, and a remodeled building and new automat 
equipment to take the place of rented automatic facilities 
at Oakhurst. In addition, the Sierra company proposes 
to add 149 miles of new line to its system. About 26 
miles of the existing line will be retained in place, 32 
miles rebuilt and the remainder retired. 

H. Baker Jr. is president and manager of the Sierra 


Telephone Co. 


Mid-Missouri Telephone Co., Gilliam, Mo., on Mar. 21 
was extended an allocation of $359,000, first REA loan, 
to improve and extend rural telephone service in Cooper, 
Howard, Pettis and Saline counties. 


The new borrower is a commercial corporation, which 
provides common battery and magneto service to 586 
subscribers over 169 miles of line. It plans to use the 
REA loan funds to convert its existing system to dial 
operation and add facilities to serve 231 rural families 


now without telephones. 


New automatic central offices are planned at Arrow 
Rock, Blackwater, Gilliam and Marshall Junction. In 
addition, 127 miles of new line will be constructed. Of 
the existing line, 28 miles will be used in place in the 
expanded system, 139 miles will be rebuilt and the re- 
mainder retired. 


H. A. Jones is president and manager of the Mid- 
Missouri company. 


Aurora (Ore.) Mutual Telephone Co., Ltd., on Mar. 22 
was extended a loan of $297,000, first REA loan, to 
finance the improvement and extension of rural tele- 
phone service in Clackamus, Marion and Yamhill counties. 


The new borrower is a commercial company and pro- 
vides magneto service to 430 rural subscribers over 93 
miles of line. The REA loan will enable Aurora Mutual 
to convert its existing system to automatic operation and 
add facilities to serve 182 families and other rural resi- 
dents now without telephones. 


The company proposes to construct a new automatic 
central office building near Aurora, and add 79 miles of 
new line. Thirty-three miles of the existing line will be 
rebuilt and the remainder retired. 


William Graeper is president of the Aurora Mutual 


Telephone Co. 


Quinlan (Tex.) Telephone Co., Inc., (Mailing address: 
Greenville, Tex.) on Mar. 22 was extended a loan of 
$485,000, first REA loan, to improve and extend tele- 
phone service in Hopkins, Hunt, Rains and Wood counties. 


The new borrower is a commercial corporation. It 
now serves 586 subscribers over 128 miles of line through 
automatic central offices at Cash, Lone Oak, Point and 
Quinlan. With the REA loan funds, the borrower plans 
to expand its operating territory and improve and extend 
telephone service in the enlarged area. As a nucleus for 
the new service, the Quinlan company proposes to acquire 
the Emory-Alba Telephone Co. at Greenville, providing 
common battery service to 301 subscribers over 36 miles 
of line. 


Concluded from page 42 
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New 
Continental 
MICROWAVE CARRIER 

TELEPHONE SYSTEM 


.-. Via Graybar 
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The Continental Type CE-900 equipment is the first 
integrally developed commercial telephone Multiplex 
Carrier Microwave System designed specifically to com- 
mon carrier toll line standards for the Common Carrier 
Communication Services (telephone trunk circuits). 

The complete assembly—Continental’s RF transmit- 
ter and receiver unit (shown above) and standard 
Lynch telephone multiplex terminal equipment can be 
obtained as a package or the microwave unit can be 
ordered separately and easily installed with standard 
Lynch telephone carrier equipment. 

The system is designed for use in the exclusively al- 
located and FCC authorized 6000 mc band for common 
carrier (available for telephone company use) and in- 
dustrial applications. 


CALL GRAYBAR FIRST FOR... 

















It employs standard carrier system practice — single 
sideband, suppressed carrier, frequency division multi- 
plexing. Utilizing the single-hop principle, transmission 
distances up to 60 miles can be maintained with a maxi- 
mum circuit capacity of 72 channels. 


This system was designed and developed by telephone 
engineers who know the problems of telephone termina- 
tion and how to make junction links compatible with 
the rest of the system. 

Consult your nearby Graybar Telephone Specialist 
for complete details and specifications. He’ll be glad to 
tell you how this new system can serve your particular 
needs. Call on him too for assistance and information 
on any other telephone problem. 519-234 











—— ———— —— 
Gravba ELECTRIC CO., INC. 
ray a 420 Lexington Ave., New York 17, N. Y. 
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IN OVER 130 PRINCIPAL CITIES 
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The human side 
of. he telephone story 


Men and women are the greatest assets of America’s 
telephone companies. Their courtesy, skill and 
helpfulness have made the nation’s telephone service 
the achievement that it is today. It’s important 

that the public know of these telephone men and women 
‘every ere who serve so cheerfully and erodney: 
























“PEOPLE 


are the Greatest 
Invention Yet ~ 


Visitor to Telephone Company 
exhibit says: ‘The man of the house 
came out with a new reverence 

for engineering. | came out with a 
new reverence for people.” 


ec 

We went to the Telephone Com- 
pany’s Open Flouse,” writes Evadne 
Scott Beebe in the Zion-Benton News, 
“and saw the electronic brain plaving 
tick-tack-toe. 

“My husband was enthralled with 
the performance but I was watching 
the deft, well-groomed hands of the 
woman displaying the machine. She 
wore a wedding ring and | wondered 
about her home and family. 


“After we listened to her little 
speech we went to a man in a brown 
business suit who told us how tele- 
phone bills are made out. Then a 


MANY OTHER EXHIBITS. In addition 
to Open Houses at telephone companies, 
there are many other occasions and places 
where the story of the telephone is brought 
to you. These include fairs, lectures, moving 
pictures and traveling exhibits. Everyone is 
welcome. Bring the children, too. 





























INTERESTED VISITORS — Pat Haan, a telephone accounting clerk, explains billing 


machine to Mrs. Beebe and her husband. “I was so impressed with everything I saw,” says 


Mrs. Beebe, “that 1 went right home and wrote a piece for our local newspaper.” 


It’s so 


human and friendly that we are reprinting it here. 


clear-eyed young woman operated the 
machine for us. To be sure, it was an 
amazing gimmick, but not nearly so 
attractive as the girl who handled it 
so well. 

“Outside we stopped bya truck with 
an ‘earth auger’ and other modern 
attachments. Explaining their uses 
was a big, jovial lineman. 

“While we listened to an account 
of how fast the auger could dig a hole, 
I was looking at the man and thinking 
that here was the typical lineman, 
strong, alert, capable and kindly, a 
person who, in times of disaster, be- 
comes a kind of unsung hero. 


“My husband said, “This is what | 
want to see,’ as we went into the equip- 
ment building. Here we saw switches 
and relays, ringing machines, count- 
less colored wires in patterns like quilt 


BELL TELEPHONE SYSTEM 


blocks, and listened to technical 
explanations. 

“That is, my husband listened. | 
watched the men as they talked so in- 
telligently and wondered where they 
live, who cooks their meals and irons 
their shirts, what their problems are, 
and if they were ever in love.” 

Evapne Scott BEEBE, 

Zion-Benton (Ill.) News 

There is, indeed, a lot of wonderful 
equipment in telephone service. But 
it takes more than 740,000 Bell Sys- 
tem men and women to bring it into 
being and make it work. And because 
more people are making more use of 
their telephones, the number of em- 
ployees is growing all the time. 

“People,” as Mrs. Beebe points out, 
“are the greatest invention yet” in the 
telephone business. 
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Grounding to pipe 


25 years young 


Wire saves poles 
Profitable noise 


Happy Anniversary 





by C. J. Reynolds, Stromberg-Carlson Company 


Two dividends are yours when you order supplies 
from Stromberg-Carlson. First, you get the protec- 
tion of a double guarantee—ours and the maker's. 


This assures you of getting the finest products, backed by our 62- 


year reputation. Second, your support is used to further the art of 


telephony. We're knee-deep in this industry as a full-time job, not 


a side line, and your supply business plays a big part and helps us 


continue our research for new and better telephone equipment. 


Want a good station ground 
for %" to 1%" pipe? 


For all telephone, radio and sig- 
nal circuit station grounds, here is a 
clamp with a tighter grip than a 
blonde clinging to a sailor's arm. 

It's made by Reliable Electric 
Company, and has design princi- 
ples which have been proven in the 
field to maintain high-pressure con- 
tact and maximum conductivity to 
the joint. This vise-like grip gives 
you the dependable grounding you 
need. 





Station ground clamp is adjustable for ground- 
ing to water pipe, gives maximum conductivity 
to joint plus high-pressure contact. 

The Reliable station ground 
clamp is for #8” to 14” pipe, easily 
adjusting for any size in that range. 
It is made of tinned copper strip. 
The screws and nuts have close- 
fitting threads. 





These two battery types 
give you decades of good service 


Here’s a dependable power sup- 
ply for you with a life expectancy 
of 25 years! It’s the C & D Plasti- 





This low-cost PlastiCell battery has life ex 
pectancy of 14 years. Its PlastiCal counterpar' 
will last you 25 years. 
Cal telephone battery, and when 
we say it will last 25 years, we're 
thinking about full float service. 

You get this extra-long life be- 
cause C & D PlastiCal (lead-cal- 
cium grids) batteries have an exclu- 
sive suspended and supported plate 
construction. 

If a 14-year life expectancy will 
fill your needs, C & D has an eco- 


nomical battery for that, too. It’s 
the PlastiCell battery, using high- 
tensile lead alloy grids. 

In the picture, you see one of 
these PlastiCell batteries. It’s the 
CE-11 and has a 300 A.H. capacity, 
In PlastiCal, specify PCE-300. 


Save 10-15 poles per mile 


A net saving of 10 to 15 or more 
pole structures per mile is possible 
where Crapo High-Tensile Tele- 
phone Line Wire is used in long. 
span construction. Fewer pole 
structures mean substantial savings 
in time, labor and material, and in 
maintenance. 





Crapo HTL-135 makes possible 
spans of 350 feet in heavy, 450 feet 
in medium, and 500 feet in light 
loading areas. Its practical econ- 
omy should be considered for new 
extensions and where old lines are 
to be replaced. 


Crapo HTL-85 (No. 12 B. W. G) 
permits spans of 225 feet in heavy, 
325 feet in medium, and 375 feet in 
light loading districts; provides 
stronger spans on existing pole 
structures. Both wires possess 
superior telephonic transmission 
qualities. 


Noise can be money! 


Take a business subscriber who 


has a telephone in some extremely 
noisy location—and who has finally 


decided to do something about it. 
Would you rather have him spend 
money in building a soundproofed 
booth—or give you the money as 
monthly income on a _ telephone 
which completely licks the noise 
problem? 

The Gat-PuHoneis such an instru- 
ment. It has a special transmitter 
that actually creates a “Zone of 
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Quiet” around the handset—even in 
a spot as noisy as a boiler factory! 
It costs the subscriber less than a 


booth—and you get the revenue! 
Ask us for complete details. 


The Silver Anniversary Terminal 


Time Tested, Time Proved. Yes, 
the past 25 years of experience has 
proved the Cook XB Cable Termi- 
nal is the best of its kind. 





Unprotected XB Cable Terminals, available in 6-, 
11-, 16-,and 26-pair sizes, with or without stub. 


The features are: A patented 
Bakelite faceplate and fanning strips 
moulded in one piece; non-corrod- 
ing everdur studs that cannot twist 
or turn; sturdy, reversible zinc hood 
for taking stub out top or bottom; 
patented weather guards at the 
drop wire opening, all combine to 
make this unit the outstanding un- 
protected terminal on the market. 


Distributed by 
STROMBERG-CARLSON 


A DIVISION OF GENERAL DYNAMICS CORPORATION 


Sales Offices: Atlanta 3, Chicago 6, 
Kansas City 8, Rochester 3, 
San Francisco 3. 


EIGHT GET LOANS FROM REA 


Concluded from page 42 


Present plans include new automatic 
central offices at Emory and Alba, and 
296 miles of new line. All of the exist- 
ing line will be retained in the expanded 
system. The improvements and added 
facilities will make it possible for the 
borrower to offer initial service to 640 
rural subscribers, as well as improved 
service to the existing subscribers, par- 
ticularly those in the Emory-Alba com- 
munities. The completed system will 
consist of 455 miles of line and six 
automatic exchanges. Loan funds will 
also be used for refinancing existing 
indebtedness of the borrower. 

Dee Cole is president and manager 
of the Quinlan Telephone Co. 


” 


Cokeville (Wyo.) Telephone Co., Inc., 
on Mar. 23 was extended a loan of 
$70,000, first loan, to finance the im- 
provement and extension of rural tele- 
phone service in Lincoln County. 

The new borrower is a commercial 
corporation now providing magneto 
service to 128 subscribers. With the 
REA loan, it plans to convert the exist- 
ing system to dial operation and add 
facilities to serve 55 families now with- 
out telephones. 

A new automatic central office is 
planned to replace the existing magneto 
facilities at Cokeville. Of the existing 
27 miles of line, 22 will be used in the 
expanded system, 3 miles rebuilt and 
the remainder retired. In addition, 21 
miles of new line will be added. 





Confidence in Industry 


“{ Three times during the past 
10 years] we have seen citizens 
prominent in political, economic, 
and allied fields come down with 
a bad case of the ‘depression 
tremens.” [A symptom of this 
condition is] an_ uncontrollable 
clamor for more and more gov- 
ernment intervention in the nor- 
mal economic processes of the 
land. 

“It is unfortunate, of course, 
that we cannot inoculate such in- 
dividuals with a few distilled facts 
—facts such as the confidence of 
the present administration in the 
ability of American industry to 
raise economic levels to new 
heights without any priming of 
the pump and with only a little 
extra push on the handle.”— 
Currrorp F. Hoop, president, 
United States Steel Corp. 











Mrs. Bernice Zierlein is president and 
manager of the Cokeville company. 


* 


McLoud (Okla.) Telephone Co., also 
on Mar. 23 was allocated $218,000, 
first REA loan, to improve and extend 
rural telephone service in Cleveland, 
Lincoln, Oklahoma and Pottawatomie 
counties. 

The new borrower is a commercial 
corporation which now provides com- 
mon battery and magneto service to 
332 rural subscribers over 53 miles of 
line. With the REA loan, it plans to 
convert the existing system to dial 
operation and add facilities to serve 
313 families and other rural residents 
now without telephones. 

The company proposes to construct 
a new automatic central office building 
at McLoud, and 115 miles of new line. 
Of the existing line, 48 miles will be 
retained in place in the new system, 
2 miles rebuilt and the remainder re- 
tired. 

Charles Blakeley is president of the 
McLoud Telephone Co. 


Selfish Party-Liner Causes 
Leveling of Texas Landmark 

A party-line telephone user in Spring 
Branch, Tex., failed to yield the line on 
Mar. 20 and a 115-year-old house, the 
oldest in Harris County, was burned to 
the ground. 

Mrs. Ola Habermacher grabbed the 
telephone when she discovered the old 
frame house in which she lived was on 
fire, reports the United Press. But 
someone was talking on the party line 
and refused to hang up to allow her to 
call the fire department. 

W. R. Bowman, a great nephew of 
Mrs. Habermacher, drove to a garage 
a mile away to summon firemen to the 
isolated area. But when they arrived 
only the charred chimney of the house 
was standing. 

The nine-room frame structure was 
a stagecoach stop during the Civil War. 


Neb. Company Incorporated 

Notice was published recently of the 
incorporation of the Midget Telephone 
Co. as a non-profit corporation, with 
its principal place of business in Elm 
Creek, Buffalo County, Neb. 


Evaluation of the Economy 

“The pioneers’ dream of ‘gold in them 
thar hills’ is coming true almost every- 
where. Old man prosperity just keeps 
rolling along.”—SINCLAIR WEEKS, Sec- 
retary of Commerce. 





47 




















“Sure glad it’s a KOPPERS POLE!” 


Koppers Poles are strong—strong enough to give users 
decades of trouble-free service. Specify Koppers Pres- 
sure-Treated Poles. Write for full information. Koppers 
Company, Inc., Wood Preserving Division, Pittsburgh 
19, Pennsylvania. 


PRESSURE-TREATED POLES 








FOUR-CHANNEL CARRIER-TELEPHONE TERMINAL FOR RADIO LINKS 


This is a miniaturized unit of advanced design which provides four 
voice channels on a frequency-division basis above a voice-frequency 
order-wire channel. Each of these five channels is provided with a 4-wire 
2-wire termination and a voice-frequency ringing circuit for d-c or 
20-cycle signals. Adjustable attenuators are provided in the 4-wire 
side of all channels, and a built-in test oscillator and meter permit 
complete line-up, maintenance and trouble-shooting checks to be 
made. Channel levels are from —9 to 0 dbm and line levels from —30 
to O dbm. Channel width is 300 to 3500 cycles within 1 db. 

This unit is only 54%4’’ high by 19” wide by 14” deep. It mounts on 
a standard rack and operates from 115 volts 50-60 cycles a.c. 


RADIO ENGINEERING PRODUCTS 


1080 UNIVERSITY ST., MONTREAL 3, CANADA 


TELEPHONE CABLES 
UNiversity 6-6887 RADENPRO, MONTREAL 








INDEPENDENT TELEPHONY 
LOOKS AHEAD 


Continued from page 19 


best service, and the best patronized 
service. But, here again, it is up to the 
industry to keep it that way. It is 
another one of those never-ending 
tasks. Part of this task is to keep the 
American people conscious of the fact 
that they are protected in their tele- 
phone service by an independent sys- 
tem of regulation. 

Knowing this, they will not be 
tempted by the impractical dreams of 
socialist reformers or _ vote-catching 
demagogues. All these conditions add 
up to a position of security for the 
telephone business in the United States 
equal to, if not surpassing, the assured 
position of any other major industry 
in the United States, bar none. 

That completes my three categories 
of future promise. But there is also a 
corresponding obligation of responsi- 
bility which the Independent telephone 
industry must share, along with all 
other American businesses. It is to 
work for business success, not as an 
end in itself, but as a part of the ideal 
of better living for all mankind, 
through the use of these services which 
we perform. 

I know of no more eloquent sum- 
ming up of this ideal than the words 
to be found in the Preamble of the 
Declaration of Independence of the 
United States, wherein our founding 
fathers said: “We hold these truths 
to be self-evident: That all men are 
created equal; that they are endowed 
by their Creator with certain unalien- 
able rights; that among these are 
life, liberty, and the pursuit of happi- 
ag 

Note the meaning of those words 
“pursuit of happiness.” The founding 
fathers did not expect or guarantee 
happiness itself. They knew the fallacy 
of any Utopia on earth. That is the 
fundamental error of socialism, which 
would place all the chips of the human 
race on mere creature comforts and 
physical security. 

Our American system guarantees 
only an equal opportunity to pursue the 
goal of happiness, which each free in- 
dividual may work out for himself. 


Should Tell About System 

I think we make a mistake, some- 
times, in summing up the advantages 
of our American way of life (for pur- 
poses of exporting propaganda to the 
Iron Curtain and other foreign coun- 
tries) to state it solely in terms of 
worldly possessions. We boast about 
having so many millions of telephones, 
automobiles, television sets, modern 
housing, ete. 
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I do not wonder that some of these 
half-starved, enslaved, and exploited 
natives, Whom we are trying to reach 
with our Voice of America and other 
propaganda efforts, should be actually 
resentful of what may seem to them 
like vulgar boasting of our material 
riches—riches which they can 
hope to obtain in their life time. 

When are going to tell them 
about our ideals, about why we follow 
our system instead of what it 
duces for us? 


never 
we 
pro- 


Automobiles, television sets, etc., are 
simply economic dividends of our way 
of life, which may or may not be con- 
ducive of our individual of 
happiness. 


pursuit 


But the American way of life, as a 
whole, is greater than the sum of its 
individual parts. Its true 
cannot be added up like a 
figures. 


meaning 
column of 


That was the very fundamental mis- 
take that Karl Marx made in empha- 
sizing economic security above every- 
thing else, including the liberty of the 
individual. Such emphasis on secular 
security alone can only lead to the 
mastery of the state and the enslave- 
ment of the worker. 

What we may be failing to tell about 
our American system is the best part 
of all, that it provides a breeding place, 
an opportunity, whereby the individual 
citizen can develop his own idea, his 


own philosophy, his own pursuit of 
happiness. 
That is real liberalism at its best, 


and it is only under a system of pri- 
vate enterprise that it can ever happen 
at all, anywhere in the world, today. 

We are very proud of our “know- 
how.” But I am wondering if we have 
not neglected our “know-why.” Take 
your own telephone business as an ex- 
ample. There are 56 million telephones; 
by 1975 there may be 100 million tele- 
phones. That is a lot of telephones. 
But what are they going to be used 
for? What will 200 million people have 
to say over 100 million telephones? 

The same question goes for the man- 
ufacturing of and more auto- 
mobiles, the building of more and more 
highways. What for? To what pur- 
pose? It is a responsibility 
which the businessman must share with 
the educators and legislators. 


more 
serious 


We hear talk of more mass produc- 
tion, automation, a shorter working 
week, etc. What are we going to do 
with the benefits of leisure hours and 
modern mass conveniences? 

These are serious social and cultural, 
as well as economic, questions which 
go into the “know-why,” as 
guished from the “know-how” 
we Americans are so proud. 
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SPECIFY Crapo HIGH -TENSILE 


TELEPHONE LINE WIRE FOR LOWER OVERALL COST 


@ FEWER pole structures are required where 
@rapo High-Tensile Line Wire is used in building 
rural telephone lines. This means substantial 
savings in time, labor and material. There are 
fewer holes to dig and poles to set, less material to 
be handled, installed and connected — all of 
which contribute to lower overall construction costs. 

@rapo High-Tensile Line Wire also makes for 
lower maintenance costs. Its superior tensile strength 
offers increased resistance to ice and wind loads 
... provides a greater margin of safety. Heavy 
galvanized coatings assure dependable, lasting 
protection, 





For maximum savings in the construction and 
maintenance of rural telephone lines, specify the 
Crapo Telephone Wire which best fits your 
requirements. 

LATEST ENGINEERING DATA, including 
Stringing Sags and Tensions, Staking Tables and 
Guying Tables for Heavy, Medium and Light Loading 
Districts, are now available. Write today for your 
copy of Data Book No. N-53. 


INDIANA STEEL & WIRE CO. 
MUNCIE INDIANA USA 


. 
For Longer Spans 


“CGR 
HTL -190 
wow STEELE Wa 


* 
For Extra Long Spans 


INDIANA 
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I realize that one man’s ‘‘why’”’ is 
not the same as another man’s “why.” 
One may be moved by a personal phil- 
osophy, another by a religious ideal; 
but the point I make is that all of us 
are able to share and develop our 
individual ideas, side by side with our 
neighbors, only because we have a way 
of life, a system of government, an 
enterprise economy which makes us 
free to do so, encourages us to do so, 
and furnishes to each of us, if we are 
willing to work for it, the wherewithal 
to do so. No other system on earth 
can make that claim. We should recog- 
nize it, be proud of it, and export it 
as the real goal of our American way 
of life. 

Surely we are not going to turn out 
blindly facilities in mass production 
just for the sake of adding up the 
numbers and seeing how smart we are. 
To do so would be to miss this ideal be- 
hind this will to serve. We would be 
losing the best part of the harvest 
which our American way of 
capable of growing. 

Lord Thomas Macaulay once said— 
somewhat cynically—that as we be- 
come more sophisticated we become 
poorer poets and better thieves. I would 
not go that far, but it does seem, at 
times, that as far as ideals are con- 
cerned, some modern world cultures are 


life is 


trying to travel ahead on a moral mo- 
mentum generated by the ideals of our 
ancestors—ideals which some modern 
societies may reject as old-fashioned. 
But they are ideals which have not been 
replaced by anything better or more 
workable. 


The American businessman knows 
all this in his heart, of course. He 
knows why he obeys the laws—not 


through fear of consequences if he vio- 
lates them. He obeys them because he 
knows that compliance is the only way 
an orderly society can proceed. That 
is the reason and it is the only reason. 
It is the ideal of service to which you 
in this telephone business have so 
definitely dedicated yourselves. It is 
the ideal of helping others to progress 
towards their goal of happiness. 


Must Guard Service 

A society which is organized along 
different lines—without the assumption 
of that ideal—must be a police state. 
The Communists have only recently dis- 
covered the error of trying to keep 
going on the momentum of a moral 
ideal which they have betrayed. It was 
an expensive error. 

By displacing the moral sanction, 
they had to substitute secret police to 
get their people to work, to obey regu- 
lations, and do other things which, in 


dependable... versatile... 






Warning Light 


Model MPU-4-C Safety Muffler 


Air Compressor 









Diaphragm 


Air Receiver 


S & 
P.O. 


Moisture Separator 


Suction Hose 


Mobile Power Unit 


¢ Generator (slow speed for 
quietness) 2500 Watt, 110- 
Volt DC 

¢ Pump—2800 GPH Diaphragm 
to remove seepage and drain 
back 

¢ Air Compressor—to put ca- 
bles under pressure for cut- 
overs or repairs 
Furnished with or without 
pump and compressor 


© 300-Watt floodlight illuminates 
working area 

® operates soldering pot and iron, 
electric and air tools 

® electric blower to ventilate man- 
hole 

@ supplies dry air for cable cut- 
overs, flash testing, etc. 

@diaphragm pump can be oper- 
ated from manhole by push but- 
ton control 

@ buzzer signal for summoning 
helper 

@ light, easy to handle 


write or phone 


G MANUFACTURING CORPORATION 


Box 1309 * New Orleans 10, La. * RAymond 3142 





this country, we do without being told. 
For every man on the job, they may 
need a cop to watch him. It takes a 
lot of money and policemen to do busi- 
ness on that basis. 


I would like to close on this admoni- 
tion about your ideal of service. Serv- 
ice is an attitude! It is a treasure 
which we must guard. You all have it, 
or you would not be in the telephone 
business. 


Oh, I know, there may be some 
among us, as there are in every busi- 
ness, who are content to be mere wage 
earners, to reap purely financial bene- 
fits from mere association with a thriv- 
ing and successful business. But I 
know that is not true of the great 
majority. 

Whether you have ever realized it or 
not, most of you are in this business 
because you have at some time felt the 
golden thrill of performing a useful 
service to your fellow man. 

The main thing is to look at our 
lives as business people, not as a form 
of vegetable existence, not as a count- 
ing-house career for adding up the 
treasures of this world, or as much 
money as we can lay our hands on. It 
is the realization of the reason behind 
this attitude of service that can bring 
us the greatest satisfaction. 

Yes, the Independent telephone in- 
dustry is a success by any standard of 
measurement, and it can look ahead 
to much greater success. What it has 
done is an indisputable fact of record. 
How it is doing these things is another 
marvel of scientific electronic technique 
of which we may be proud. But best 
of all, you have this recognition of why 
you are doing these things. 

I feel confident that American busi- 
ness, including your own Independent 
telephone industry, will continue its 
perseverance in the great American 
ideal—“‘life, liberty, and the pursuit 
of happiness!” 


Directors of Ill. Company 
Vote to Sell to Two Others 


Directors of the Eppards Point Tele- 
phone Co., Ocoya, Ill., voted recently 
to sell out to the Illinois Telephone Co., 
Bloomington, and the General] Tele- 
phone Co. of Illinois, Springfield. 


After two years of discussion, stock- 
holders voted in January to empower 
the directors to sell the concern. 

The Illinois Telephone company will 
take over one area which serves 133 
subscribers. Dial service will be 
vided. 


pro- 


The General company will take the 
balance of the area with 42 subscribers. 
The switchboard is at Ocoya, jointly op- 
erated with the Pike Telephone Co. 
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FISHING FOR BUSINESS 


Continued from page 22 


with intercommunicating service and 
signaling between telephones was in- 
cluded. 


Keep Record of Calls 

From time-to-time the company is 
checking with the farmers to see how 
they are getting along and whether the 
telephones are properly located for best 
use of the service. A simple peg count 
form or tally sheet is placed at each 
telephone and the farmer is cooperating 
by recording each call as to type, 
whether intercommunicating, outgoing 
or incoming. 

At the end of the trial period the 
company will inform the farmer as to 
the cost of the various services and he 
will then decide how much of the added 
service he wishes to retain. 





























LOOK TO 


LINDSAY 


FOR 


What You Want 
When You Want it 


I visualize this experiment as a 
means of opening a new and profitable 
era in rural telephony. So far we have 
brought the telephone to the farm, 
now we can put the telephone on the 
farm. 





Maybe the experiment will only be 
partially successful, but it has taken 15 
years to electrify the farms of America 
and I don’t think we should be discour- 
aged if it takes us that long to sell the | 
farmer on a complete telephone service. 

It would naturally follow that if we 
achieve our goal of installing complete 
communications systems on the farms, 
our next move toward improving rural 
telephone service would be to deload our 
rural lines to possibly four to five sub- 
scribers. Line and signaling limitations 
would dictate this change. This step 
would certainly be prudent for we 
would be getting added revenues to 
justify the change and the farmer 
would be getting a higher grade of 
service, for which he would be willing 
to pay a higher rate. 


Prompt delivery of your 
order as specified is 
assured by Lindsay’s fast, 
efficient, personalized 
service ... plus a complete 
line of nationally known 
telephone supplies. 
Remember—Lindsay 

- specializes in telephone 
supplies only—your 
guarantee that you can 
“Look to Lindsay”’ for 
satisfaction on every 


Profitable Operation? 


Who knows, but that enlarging the 
scope and usage of telephone service on 
the farm may possibly be the means of 
again making rural service a profitable 
item in our operations. 


order. Phone or write 
for immediate delivery 
or required data. 


By now you are probably saying 
“Yes, that all sounds good, but how am 
I going to change my customers’ ideas 
and get them to use more telephone 
service?”’ My answer is through educa- 
tion, by using special inducements and 
new ideas and through a patient but 
persistent sales program. 


THE LINDSAY TELEPHONE SUPPLY CO. | 
10409 Meech Ave., Cleveland 5, Ohio 
Tel. Dlamond 1-9212 


In preparing your sales program, re- 
member that consumer behavior is de- 
termined and influenced by many forces, 
but that there are two factors you | 
Should be particularly concerned with 
in trying to alter the habits of your 
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customers. The first factor is habit 
itself. 

Research has shown that to a great 
degree the consumer attitudes and pat- 
terns of adults are absorbed at an early 
age from their parents, their friends, 
and at school. Naturally, there is some 
modification of attitudes after marriage 
and in recent years there has been a 
trend toward a leveling-up of attitudes 
due to a leveling-up of occupations and 
earnings. 

Nevertheless, the $6,000 a year truck 
driver’s wants are still likely to be 
different than those of the $6,000 a year 
college professor. 

Luxury Becomes a Necessity 

The other factor that concerns us is 
that the community group determines 
when a luxury becomes a necessity. In 
the early stages, when only a few 
homes have a certain item, the word-of- 
mouth is restricted and the owners may 
be looked upon as show-offs. 

As more and more people acquire the 
article there is mounting exposure to 
the benefits of the item and soon the 
non-possession of the item becomes al- 
most an unsocial act. 

So we see that as the group may 
punish its members for buying pre- 
maturely, so it punishes them for not 
buying when the item is considered a 
necessity. 










These are the reasons it 1s imperative 
that we exert our best efforts toward 
selling service to our non-subscribers, 
extensions to all present subscribers 
and expanded service to the farmers. 

In this way we will be influencing the 
buying habits of future generations and 
changing the group concept by placing 
telephone service in the necessity class. 

The educational work involved is 
large, but I’m sure the job can be done 
just as our industry has accomplished 
other tasks in the past. 

Special inducements such as North- 
western Bell’s farm experiment, 
whereby service is installed on a trial 
basis, may help to crack the barrier of 
greater acceptance of our product. 

Another inducement might be the 
waiver of the service connection charge 
on extension telephones, for short pe- 
riods of time, when other work is being 
performed at the subscribers premises 
or at the time of conversion to auto- 
matic service. No doubt you will find 
many other ways of inducing the cus- 
tomer to buy more of your service and 
if you are the good fisherman that I 
think you are, your research, experi- 
mentation and sales work will certainly 
add to the profit side of your ledger. 

All of the companies in the system 
with which I formerly was connected 
are actively engaged in sales work and 
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ASK FOR TELEPHONE PUMP BULLETIN 


I can assure you that good results can 
be obtained by using a planned 
approach. 


sales 


Here is a partial list of the services 
sold by Illinois Telephone Co. in five 
months’ time: 414 extension telephones, 
37 key-in-the-base telephones, 10 colored 
handsets, electronic secretaries, 
seven portable telephone installations, 
98 extension bells and gongs, nine PBX 
and PABX installations, 285 coiled 
cords, and many keys, buzzers, sub- 
scriber transfer services, long cords, 
regrades and other services. 

A well-planned sales program, like a 
well-planned fishing trip, can be success- 
ful and profitable. We are fishing for 
business in waters that have not been 
charted, but our problems are not un- 
like those of our forefathers. They too 
had to gain the public’s confidence and 
acceptance. If we continue to pioneer 
and experiment, with vigor and deter- 
mination, our industry will continue to 
grow and prosper, in the truly Ameri- 
can tradition of progress. 

To make telephone service what it is 
today, and what it will be tomorrow, 
many people have contributed, and will 
continue to contribute, by giving of 
their time and talents. 

It was Alexander Graham Bell, the 
inventor and pioneer of our great in- 
dustry, who once said, “Don’t keep for- 
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ever on the public road, going only 
where others have gone. Leave the 
beaten track occasionally and dive into 
the woods. Of course, it will be a little 
thing, but do not ignore it. Follow it up, 
explore all around it; one discovery will 
lead to another, and before you know it 
you will have something worth thinking 
about to occupy your mind. All really 
big discoveries are the results of 
thought.” This is the key to selling and 
broadening our market. 

May your creel of success soon be 
overflowing as you begin “Fishing for 
Business.” 


TRANSISTORS 


Continued from page 28 

Because the transistor is low in im- 
pedance between emitter and base, little 
of this voltage is lost. This means that 
the effect of the coupled back voltage 
is practically the negative of the volt- 
age across the load. 

This can be further analyzed by 
noting that the voltage which enters 
at one emitter comes back out at the 
other emitter. As far as the line is 
concerned, this amounts to a reversed 
or negative voltage drop across the 
repeater. This tends to cancel out the 
regular voltage drop on the line which 
is what we expect a negative impedance 
to do. In this analogy, the hook-up 
of the transistor can be thought of as 
the equivalent to a cathode follower. 

In the vacuum tube type of negative 
impedance repeater, the tube is con- 
nected as a grounded grid amplifier. 
This is because of the conductivity and 
phase reversal described above. 

The network in this repeater serves 
the same function as in the vacuum 
tube type. The amount of gain de- 
livered by the repeater is governed by 
the connections in this gain-adjusting 
work. It actually consists of several 
inductances, capacitors, and resistors. 

Depending on the type of line and 
loading different elements can be cross- 
connected together on the repeater in 
order to obtain the response required. 

Suggested network hook-ups are sup- 
plied by the manufacturer for use as 
a starting point. An oscillator and 
meter are used to test, and these hook- 
ups are altered as required by line 
conditions. 

Also available is a_ transistorized 
Shunt type negative admittance re- 
peater. The operation of this type of 
device was also described in the above 
mentioned articles. The shunt repeater 
is used in conjunction with the series 
device to extend its range and appli- 
cations. 

The shunt repeater is similar in 
operation except that the input im- 
pedance is high (8,000 ohms) so that 
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clamp adhesion test 





P clamps are the most widely used method of attaching drop 
wire to buildings. Lest you may worry about a P clamp causing 
slipping of the insulation or jacket on Alphaduct Neoprene 
Jacketed Drop Wire — read about this Alphaduct service test. 
This test is made daily. 


A sample of Alphaduct wire is inserted in a P clamp with 
12 inches of the wire projecting from the top of the clamp. 
The bail of the clamp is then inserted in the upper jaws of a 
tensile testing machine, and the end of the wire is stripped free 
of jacket and insulation and inserted in the other end of the 
machine. 


The jaws of the machine are then gradually separated until 
the conductor breaks. The conductor must break before there 
is ANY slipping of either the jacket or the insulation. 


Don't have any worries about a little old P clamp hurting 
ALPHADUCT drop wire. Try Alphaduct. It’s dated by a color 
coded thread so you can see for yourself how long it lasts, 
how much money it saves. 


AL P H A D U CT WIRE AND CABLE COMPANY+ MILLTOWN, NEW JERSEY 


NATIONAL DISTRIBUTORS * LEICH SALES CORPORATION, CHICAGO, ILLINOIS 
REGIONAL DISTRIBUTORS * PANKEY SUPPLY CO., CHARLOTTESVILLE, VA. 
THE LINDSAY TELEPHONE SUPPLY CO., CLEVELAND, OHIO 
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its bridging effect will not affect ring- 
ing and dialing. 

The phase reversing feature is not 
used in the shunt repeater because the 
shunt or parallel boosting voltage sup- 
plied by the repeater must be of the 
same polarity as that on the line. The 
opposite is true with a series boosting 
voltage. 

The concluding article of this series 
will describe the use of transistors in 
a carrier system. 


Columbia Offers Utility 
Management Workshop 


“What Managers Do and How 
They Do It”—especially from the hu- 
man relations point of view—will be 
the theme of the fifth annual Utility 
Management Workshop, an executive 
development and training conference 
operated by the Department of Indus- 
trial & Management Engineering of 
Columbia University at Arden House, 
Harriman, N. Y. from July 29 through 
Aug. 10, 1956. 

Rather than a lecture series, the 
workshop is a “do-it-yourself” experi- 
ence. Approximately 40 specially se- 
lected top management executives will 
live together and work together to 
solve pertinent problems of modern 
management posed by the university 
staff. They will be assisted by outstand- 


ing experts. The participants work in 
small task force groups applying their 
own experience and knowledge to the 
problems set forth. 

The workshop is under the direction 
of Professor Robert Teviot Livingston, 
author of “The Engineering of Organ- 
ization & Management,” and consultant 
for the Long Island Lighting Co. and 
administrative research consultant for 
Teachers College. The staff consists of 
outstanding experts in the field of 
group operation, as well as a reading 
expert and a visual aids consultant. 

Participation in the workshop is open 
to nominees from private gas, electric, 
telephone and pipeline companies, air- 
lines, railroads, and other transporta- 
tion companies. 


Huge Building Plans OKd by 
Florida Company for 1956 

A record-breaking 19.8-million-dollar 
construction budget for 1956 has been 
approved by directors of the Penin- 
sular Telephone Co., Tampa, Fla., Carl 
D. Brorein, president, announced 
cently. 

Mr. Brorein said the budget means 
expenditures of more than 1.5 million 
dollars each month for improvement 
and expansion. It is an increase of 4 
million dollars over the amount spent 
in 1955. 
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418 Grand Street, Paterson 1; N. J. 
Chicago 10 
Philadelphia 6» 


« San Francisco 5 
Gloucester 





Area growth was further highlighted 
by Brorein in reporting to the stock- 
holders, when he said that last year’s 
net increase in Peninsular telephones 
of more than 11 per cent was consider- 
ably higher than the national average 
and perhaps unsurpassed in any other 
state. He also reported that an ap- 
proximate net gain of 9600 telephones 
already has been chalked up since the 
first of the year. 

Mr. reported that Penin- 
sular’s net gain in telephones in 1955 
was 27,037, bringing the total in serv- 
ice at the end of the year to 259,000. 
All of these are dial operated and more 
than 100,000 of them have been added 
in the past five years. 

Of the more than 12 million out- 
going long distance calls that were 
placed in this area last year, approxi- 
mately 77 per cent were dialed by 
Peninsular operators direct to the 
called telephone, he said. The 1955 


volume was 18 per cent above that of 
1954. 


Brorein 


Indiana Youngster Keeps Up 
Studies by Telephone 

Miss Jo Chapman, age 15, of Butler, 
Ind., can keep up with her high school 
classes even though she stays at home 
every day, a _ victim of 
dystrophy. 


muscular 


The device that permits her to do 
this is called a_ school-to-home tele- 
phone unit. Its trade name is Execu- 
tone and it is also known as a “Home 
Bound Instruction” unit. Whatever you 
care to call it, it’s a lifesaver to those 
like Jo who, for one reason or another, 
find it impossible or impractical to 
attend classes regularly. 

Installed in mid-January by General 
Telephone Co. of Indiana, the school- 
to-home unit consists of a classroom 
unit placed on the teacher’s. desk, 
which picks up sounds from the room 
and carries them to an amplifier on the 
wall, then by way of telephone lines to 
a speaker-microphone which is placed 
on a table in the home of her grand- 
parents, Mr. and Mrs. Frank Long, 
with whom Jo stays on week-days. 

When Jo wants to enter into class- 
room discussion or ask the teacher a 
question, she merely pushes a switch 
on the front of the unit and her voice 
is carried clearly back to the class. Jo 
has a volume control to adjust the 
loudness of the classroom voices. 

She likes the unit just fine but says, 
“I wish some of the students would 
talk a little louder. Otherwise, it works 
just wonderfully.” 

Although the amplifier is perma- 
nently fixed on a wall of one classroom, 
the speaker unit can be carried into 
two additional rooms and plugged in 
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With T-C in the picture you get... 


THE BEST IN 


PRESERVATION 


SPECIFY T-C PRESSURE TREATED POLES 


PUT T-C IN YOUR POLE PICTURE . . . THEN REST 
ASSURED YOU HAVE POLES WITH THE BEST IN 
PRESERVATION. HERE’S WHY, EVERY STEP IN T-C 
PRODUCTION IS SUBJECT TO PRECISE CONTROL. 
THESE CONTROLS COVER TIMBER SELECTION AND 
MANUFACTURE AS WELL AS MOISTURE REMOVAL 
AND TREATMENT. DEVELOPED AND REFINED DUR- 
ING T-C’S 30 YEAR HISTORY, THESE CONTROLS 
INSURE YOU UNIFORM HIGH QUALITY AND CON. 
SEQUENT MAXIMUM LONG LIFE. 


Distributed by 


AUTOMATIC ELECTRIC SALES CORP. 
and LEIGH SALES CORP. 


TAYLOR - COLQUITT CO. 


SPARTANBURG, SOUTH CAROLINA 





PLANTS AT SPARTANBURG, SOUTH CAROLINA AND WILMINGTON, NORTH CAROLINA 


BINDERS FOR TELEPHONY 


You would appreciate TELEPHONY more if 
you systematically saved each copy after you had 
read it. Often, you have no immediate need for 
the information contained in the article you are 
reading, but it will prove invaluable two, four 
or six months later. Requests for back numbers 
of TELEPHONY prove this. 


| 








Why not order a binder for a six-month supply 
—one that will enable you to file each copy after 
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of any kind. No cutting or pasting is necessary. 
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by the teacher. This means Jo can 
keep up with her Latin, biology, math, 
and literature classes which she takes 
as a Butler high school freshman. 


Jo has been afflicted with muscular 
dystrophy since childhood and has been 
in a wheelchair since the age of 9. 
Her first teaching came from “home- 
bound” teachers who visited her at her 
home in Wayne, Mich. When her par- 
ents moved to Butler, she was given 
tutoring by a teacher who recently re- 
signed. 

Her favorite subject—or at least the 
one in which she excels—is Latin. She 
gets high grades in all her classes and 
feels that the school-to-home unit is a 
marvelous help for students who want 
an education in spite of physical handi- 
caps which prevent them from being 
in the classroom. 

“After all,” says Jo, “having this 
home-bound unit is almost like being 
right in the classroom.” 


County Superintendent of Schools 
Ernest M. Zeller had previously 
learned from the Indiana State De- 


partment of Special Education at In- 
dianapolis that a child taking telephone 


home-bound instruction would receive 


grades and credit recognized by the 
State Department of Instruction to- 
ward graduation. 





Universally Acclaimed For: 
Cleanliness 
Strength 
Longer Life 
Ground Stability 
Ease of Handling 
Ease of Climbing 
Safety 
Appearance 














General Telephone Co. of Indiana 
also has two other school-to-home units 
in operation in two other cities where 
students cannot attend classes in per- 
son. 


Jensen to Head Engineering 
And Marketing for C & D 

Henry E. Jensen, vice president in 
charge of engineering at C & D Bat- 
teries, Inc., since 1953, will now head 
up both engineering and marketing 
according to F. S. Carlile, vice president 
and treasurer. 

Mr. 


created 


into the 
vice 


Jensen steps newly 
joint post of president 
in charge of engineering and market- 
ing. In the marketing end, he succeeds 
Samuel W. Gibb, vice president in 
charge of sales, who is taking an in- 
lefinite leave of absence starting Apr. 1. 

Associated with C & D since 1947, 
Jensen has been active in the field of 
industrial storage battery development. 
In 1950, after acting as an engineering 
consultant for C & D for three years, 
he joined the firm as a development 
engineer. In 1951, he chief 
engineer, and was named to the post 
of vice president in charge of engi- 
neering in May 1953. 


became 


The largest part of Jensen’s 10 years 
with C & D has been spent in applica- 
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H. E. JENSEN 


tion and field work. His field investiga- 
tions and contributions led to the de- 
velopment of higher capacity batteries, 
as well as extension of the use of the 
lead-calcium battery beyond the area 
of telephone application, for which it 
was originally developed. 

Mr. Jensen is a graduate of Drexel 
Institute of Technology, Philadelphia. 
Before joining C & D Batteries, he was 
in charge of Philco’s research and 
development laboratory for a number 
of years, and served as a development 
engineer on classified projects for the 
Navy during World War II. In 1946, 
he took part in the test 
at Bikini. 


Jensen 


atom bomb 
holds a full membership in 
the American Institute of Electrical 
Engineers. He is also a member of the 
Industrial Truck Association, where he 
is active on the sub-committee fer 
battery standardization. 


Whitney Blake Appoints 
Regional Representatives 

Announcement is made by J. Mar- 
shall Taylor, sales manager, Whitney 
Blake Co., New Haven, Conn., manu- 
facturers of wire and cable, of the 
appointment of Montague H. Hicks as 
sales representative in the Richmond, 
Va., area. The Richmond district in- 
cludes a large section of Virginia and 
all of North Carolina. 

Mr. Hicks was associated with the 
Carolina Light & Power Co. for over 
20 years. His headquarters will be at 
2713 Lockmore Drive, Raleigh, N. C. 

Previously the territory to be taken 
over by Mr. Hicks was covered for 
Whitney Blake Co., by Ray A. Miller, 
working from his headquarters in the 
Land Title building in Philadelphia. In 
the future Mr. Miller will concentrate 
his time and attention on southern New 
Jersey, eastern Pennsylvania, Dela- 
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ware, Maryland, Washington D. C. and 
parts of West Virginia. 


R. R. Meinert has been appointed / 
district sales representative for Whit- HS dq fe Cp one attery t at: 
ney Blake in the Minneapolis area, 
Mr. Taylor also announces. 

Mr. Meinert represented the com- 
yany in the Chicago area, which in- a, 
caeded Minneapolis, for some time. In- SS af UA yj onger! 
creased demand for Whitney Blake 
products has made it advisable to 
divide this territory to improve sales 
and service in the entire area, according 
to the announcement. 


requires 807%, less current 
and water! 


The Chicago area will continue to be 
covered by Charles Cumpstone, who has 


a : conan of this district for the wehvers hd output all 
its life! 


Mo. Company to Buy Another 
The Wright City & Jonesburg Tele- 
phone Co., Wright City, Mo., was au- 
thorized to buy the Marthasville Tele- 
phone Co., it was reported from 
Jefferson City (TELEPHONY, Nov. 12, . ; : 
; an a ; C&D’s PlastiCal® is the most outstanding floating-service bat- 
, ‘ tery of the last 50 years. Here’s a basically new battery that 
14: , . . combines a durabl lear-plastic case with lead-calcium* 
Building Your Own Security ble, clear-p : reagatinears 
grids. This new alloy of pure lead and calcium gives grids the 
strength of those with a large antimony content, but eliminates 
the harmful effects of antimony. 


“As a people we Americans know that 
there is only one kind of security that 
means anything. That is the security 
you gain when you know you are grow- ; ° 
ing and advancing—the security you C& D s PlastiCal 
gain by moving out into the open future 
—by exploring the tremendous range of 


has these advantages: 


possibilities in this twentieth century 1. a 40% longer life than any lead-antimonial battery in floating- 
world—and by acting fast on good op- service. There is no antimony in the PlastiCal to poison negative 
portunities when they appear.”—LEs- plates. 

TER L. COLBERT, president, Chrysler requires 80 fess 


rrent to maintain itself in a fully 
Corp. charged condition. Lower charging rate means plates last longer. 


requires 80% less water. Because PlastiCal uses less current, 
there is less electrolysis of water. 


low maintenahce 't. PlastiCal can be checked at a glance 
because the electrolyte level is rigs visible. 


delivers high output throughout its - Rated capacity remains 
avedy because negative plates ae not become contaminated. 


*A development of 
Bell Telephone Laboratories 


BATTERIES, INC. 
of Conshohocken, Fa. 


Industrial Batteries Since 1906 





Scott Mueller, sales manager 
and general manager of Mueller 
Electric Co., Cleveland, O., who 
announced the breaking of ground 
for an addition to the company’s 
feeneny of GUD on, th. of gutiinc- SALES AND SERVICE OFFICES IN PRINCIPAL CITIES FROM COAST TO COAST 


tion floor space. 
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In thousands of locations, B-N 
Booths have demonstrated 

their customer appeal and have 
substantially increased revenues. 
No detail of materials, design, 
installation, maintenance 

and economy has been too small 
to receive careful attention 

of our designers. 

Lightweight durability in a wide 


variety of attractive arrangements. 


Only 326 Ibs. shipping weight 


Benner-Nawman, Inc. 
3421 HOLLIS STREET * OAKLAND 8, CALIFORNIA 
For details, write or contact your Distributor 
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EVERSTICK 
ANCHORS 


For new construction and maintenance 
— Everstick Anchors speed up work and 
provide dependable anchorage on all 
types of jobs. Made of resiliant, rust 
resistant malleable iron. The toughest 
anchors made. Write for bulletin. 














INSPECTION SERVICE 
Of poles, crossarms, and preservative treat- 
ments. Analyses of wood preservatives. 
Consulting and specification ting. Inspec- 
tors stationed throughout U.S.A. 


A. W. WILLIAMS INSPECTION CO. 
MOBILE, ALABAMA 
ESTABLISHED 1921—MEMBER A.C.I.L. 
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PLANTS AND OFFICES 
Boston, Mass. Ports: 
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Consulting Engineers 
2702 Monroe Street, Madison 5, Wis. 
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6100 North 20th Street Philadelphia, Pa. 
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SLOAN, COOK & LOWE 


CONSULTING ENGINEERS 
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Piant, Traffic and Commercial 


Engineering 
120 S$. La Salle St 
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T. A. HEYWOOD 
Telephone Services 


Engineering Pole Line Construction Cable 
Splicing Operations Installations Maintenance 
Specializing in R.T.A. Engineering 


Box 197 
Goshen, Ohio 
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ROBERT E. FOLEY 
CONSTRUCTION CORP. 
DESIGN—SURVEYS—APPRAISALS—Construc- 
tion and Maintenance of Overhead and Under- 
ground Telephone Plant. Complete supply of 
poles available for emergency requirements. 
48 GRISWOLD STREET 


BINGHAMTON, N. Y. TEL. 2-7215 








Builders of Outside Telephone Plants 


MORTON CONTRACTING CO. 
UNIT OR HOURLY RATES 
BOX 11 @ 6-6296 e¢ PEKIN, ILL. 














TUDOR AND YAGER, INC. 


Telephone Construction 


TIPTON, INDIANA 
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CLASSIFIED SECTION 


Rates 15 cents per word payable in advance. Minimum charge $3.00 tor 20 words or iess 
Classified advertisements must reach us 8 days beiore publication date 





FOR SALE | 


FOR SALE 





SWITCHBOARD — Two position | 
#106 Stromberg-Carlson non-multiple, | 
equipped with 400 common battery 
lines, 40 magneto drops and 32 uni- 
versal cord circuits. Each position 
equipped with 5 party ringing key and 
operators dial with dialing cord. Bat- 
teries, charger and main frame avail- 
able. Price $750 F.O.B. Warren, Min- 
nesota. Marshall County Telephone 
Co., 530 Syndicate Building, Minneapo- 
lis 2, Minn. 





INSULATOR PINS 
Size 1%s"x8" (Oak untreated) 
Y2 Million 
NEW—IMMEDIATE DELIVERY 
Only 2 cents each for orders of 
1000 or more 
F.O.B. Salt Lake City, Utah 


Advise: Truck or rail preference— 
Name of delivery carrier 


GEORGE M. ACKER CO. 


3833 Wilshire Blvd., Los Angeles 5, Cal. 








FOR SALE 
Telephones 

Kellogg #1000 Dial 30-42-54-66 

cycle & S.L. .. eee. $15.00 
Leich #600 Dial 30-42-54-66 cycle.. 15.00 
Kellogg #925 Dial 30-42-54-66 cycle 9.00 
Leich #90 Dial 30-42-54-66 cycle.. 8.50 
Leich #86A Magneto (Compact)... 12.00 
W.E. 5 Bar with handset........ 9.00 
W.E. 3 Bar with handset 8.00 
A.E. Dials cleaned & tested 3.00 
W.E. Dials cleaned & tested 3.50 
E.l. Handsets with F.l, transmitter 2.50 
Repeat Coils 27A-62A-62C-67C-91A- 

93G 5.00 
Retard Coils 105D 5.00 
Induction Coils W.E. OIA 1.00 
Induction Coils Leich #27 1.50 
W.E. Capsule Type Transmitter or 

Receiver in Bakelite Housing 1.00 
Leich Ringers 30-42-54-66 cycle 1.00 


Model B Subcycle refinished & tested 37.50 

W.E. #392 Loud Bells with con- 
denser refinished & tested 

W.E. #35E Test Set 

Protectors Central Office W.E. 68A 
with heat coils & carbons. Like new 

W.E. 5 pr Cross Arm Arrestors 83A 
as removed from service. . 

Reliable #222—5 pr Cross Arm 
Arrestors. New 

Pay Stations. Any model except Semi 
Post Pay. Send us your require- 
ments. From 5.00 to 95.00. 


6.00 
150.00 


10.00 
2.00 
4.00 





TELEPHONE EQUIPMENT INC. 


MONTROSE, MICHIGAN | 
Telephone 3801-2211 








TELEPHONE COMPAN Y—1300 
stations. Great potential. Near Metro- 
politan area. Southern Michigan. Cash 
sale. Write Box No. 3813 c/o TeE- 
LEPHONY. 


TWO DIVERTER POLE GENER- 
ATORS—One 50 Amp.—One 25 Amp. 
Write for details. Make an offer. Che- 
nango and Unadilla Telephone Corpo- 
ration, Norwich, N. Y. 


PAPER-LEAD TELEPHONE 
CABLES. 3500 feet 26 pairs, 2500 


feet 51 pairs, 2500 feet 101 pairs. All | 
22 gauge. Available in Charleston, S. C. | 


for immediate shipment. Made to Amer- 
ican specifications by largest 
German cable manufacturer supplying 
many American Independents. Tele- 
phone or write: Columbia Technical 
Corporation, 61-02 31st Ave., Woodside 
77, N. Y. Telephone: AStoria 8-7401. 


West | 


FOR SALE 


NEW C-114-LOADING COILS 
(For use with army field wire) 
30c each 
100 or more 25c each FOB Seattle 
JACK PRUZAN COMPANY 
109 Jackson St., Seattle 4, Wash. 
Seneca 6505 





ONE KELLOGG 50-LINE MAG- 
NETO SWITCHBOARD with Main 
Frame. Used nine years—excellent con- 
dition. One Sub Cycle Ringer. Eight 
Phantor Repeat Coils. Write The Sulli- 
am County Telephone Co., Forksville, 
enn. 


NORTH CX-200-300 DIAL SWITCH- 
BOARD. 300 lines, 11 trunks loop 
dialing, 13 paystation lines, 26 links, 
1, 2, 4 and 10 party synchromonic 
ringing. Equipment includes test board 
and M. D. F. Will be available April 


| 1. A real bargain f.o.b. our building. 


250 MAGNETO TELEPHONES as | 


is. Just out of service. We are con- 
verting to Dial. Come and get them 
at this price—Leich 901A at $12.00 
each—Federal 804CW, Kellogg Master 


Phone with generator box, Leich 86A, | 
Stromberg-Carlson 1248W—your choice 


at $10.00 each. Western Electric 202 
with 300K Ringer Boxes at $6.00. Wall 
telephones (5-bar with handset) $5.00 
each. Write Hope Telephone Co., Mid- 
land County, Hope, Mich. 


Telephone or write Sandhill Telephone 
Company, Aberdeen, N. C. 





New & Used 


Diggers © Bodies © Aerial Ladders 
Complete Line of Special Telephone Equipment 
Sales @ Service @ Rentals 
UTILITY EQUIPMENT COMPANY 
P. O. BOX 9507 
OKLAHOMA CITY 18, OKLAHOMA 











biased type. 


ditioned.) 


1000 ohm not biased. 





RINGERS 


STROMBERG-CARLSON No. 61-A. Straight line 
(New and Reconditioned.) 


STROMBERG-CARLSON No. 57 Type 16, 3312, 
50 and 66'/2 cycle harmonic ringers. 


KELLOGG No. 84-A Type straight line ringers. 
(New.) 


COMBINED DROPS & JACKS 


KELLOGG No. 509-DJE on No. 495 mtg. 10 per. (Recond.) 
KELLOGG No. 301-DJE on No. 329 mtg. 10 per. (Recond.) 


W.E. No. 22-C on No. 89-B mtg. 5 per. (New) 
KELLOGG No. 16-A Repeat Coils for Mag. Swhbd. (Recond.) 


BUCKEYE TELEPHONE & SUPPLY CO. 


1250 KINNEAR ROAD WHUdson 8-0655 COLUMBUS 21, OHIO 


(Recon- 
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No. 6A WESTERN ELECTRIC 
TYPE Bridging Connector 














Ye" Hex Steel Body (slotted for 
No. 10 B.W.G.) Washer and Nut 
all zinc plated. Brass stud with 2 
brass washers held in place with oa 
hex brass nut. For use on iron to 
copper wire. 

Price per hundred......... $28.00 
ALL SHIPMENTS F.0.B. PHILADELPHIA 


CLEVERLY ELECTRICAL 
WORKS, INC. 


5312 WESTMINSTER AVE. 
PHILADELPHIA 31, PA. 

















Bi. \ NEW — $137.50 
5) VENTILATING FAN 


Briggs & Stratton 
direct connected 1.5 H.P. 
4000 C.F.M. Collapsible 

eanvas duct 20’ x 15” 
Mfg. Herman Nelson 
H. L. BOGGESS & SONS 


147 South Gallatin 
Liberty, Missouri 


Phone STerling 1-0695 














EARTH BORING MACHINES...our business 


We manufacture Sterling Hydraulic Control Earth Boring Machines in sizes and 
models to fit your job and budget. 

Sterling Model "A" for heavy duty work 

Sterling Enterpriser, 6 cylinder model 

Sterling Enterpriser, 4 cylinder model 

Sterling Prospector, built for REA and telephone work 


Complete parts are available for Sterling, Jaques and other make earth boring machines. 
We completely rebuild and repair all makes diggers in our well equipped shops. 




















SALES SERVICE ANY WHERE IN THE NATION 
WYOMING VALLEY EQUIPMENT DIV. 
714 WYOMING AVENUE KINGSTON, PA. 
ee Se ea eee $4.50 
Hendset. 15-9 w/butterfly switch, mew... 0... .cccccccccccccccciccce 3.50 
RECEIVER MICRO. for Handset. W.E. HA-1, used .30; new............. .60 
TRANSMITTER MICRO. for Handset. W.E. Fl, used .30; new............ -60 
Desk Phones. Leich #90 w/dial & Handset....................00000 2.50 
II, \EITEIND WP SWOMIINERS, HOW... 5 oc ccc cccccteccccescesccesssn 1.50 
6a rd scales &- > 9 <6. 644.0. ph arse wi d;,00-4) 0! aide 600.0 S548: lave 10 
Pree. Parma, warts, wuats & PEGG, WOW. . 6... ccc ccc ccc ccc ccccces 25 
Breast Plate for W.E. #234 Transmitter, new.................ccccees .25 
Headbands. W.E. 11A for #716 Headset, new...................000. .20 
Cords. CC-59 w/PL-11 for BD-71 & BD-72, new............. eeiesiaa teas 25 
Cords. CD-494 for Handsets TS-13, TS-15, new.................0c0eee .60 
Derds. GG-333 for Mamdset Th, GOW. .... cc ccc ccc cccccccccccccsece 25 
TALLEN CO., INC. 
159 CARLTON AVENUE, BROOKLYN 5, N. Y. TRiangle 5-8241 
60 





IN STOCK 


*% New type field wire, D-1-A, tw 
pr., 4 copper 3 steel strands per 
cond., plastic, nylon ins., latest 
army type tel. wire @ $32.50/mile 
reel, (Qty. discounts); FOB Des 
tination. 


* W-110-B, tw. pr., WP tel. wire; 
4 steel 3 copper strands per cond 
on One Mile steel reels, UNUSED 
@ $12.00/mile reel. FOB Chicago 


*% Magneto Ringer Boxes: W.E., Ke!- 
logg, Stromberg-Carlson, 5 bar- 
1600 or 2500 Ohm @ $6.50 each. 


* W.E. + 392—Loud Ringing Bells, 
WP, outside or inside use, w/6” 


gongs and condenser @ $9.00 each. 


* W.E. Operator Head & Chest set, 


New, complete w/#396 trans., +716 

Receiver, cords and #289-B plug 

@ $8.00 each. 
**TELEPHONES: 


*% W.E. #250-AW, desk handset tele- 
phone, latest style, dial blanked 
for C.B. or magneto $11.00 each. 


* Stromberg-Carlson, #1243, desk 
handset phone, self-contained, 
C.B., dial blanked $14.50 each. 


* Federal Telephone, FTR-804-A, 
Magneto, latest model Desk hand- 


set, self-contained, easily convert- 
ible for Wall Use, Like New, com- 
pletely Reconditioned with New 


cords @ $18.50 each. Qty. of 12 @ 
$18.00 each, 


All Materiai in Excellent Condition 
and Fully Guaranteed. 


Other Makes of Telephones also in 
Stock. 


Terms: 1% 10 days, NET 30; FOB 
New York. 


Tele-Wire Supply Co., Inc. 
Distributors of Telephone Supplies 
146 Front Street New York 5, N. Y. 

HAnover 2-9690 











NORTHERN WHITE CEDAR 


S Coast Douglas Fir 
S|, Western Red Cedar 


—— Plants and Yards: --------- 
MINNEAPOLIS, MINN. « SPOKANE, WASH. 
NATIONAL POLE and TREATING 
DIVISION 


MINNESOTA AND ONTARIO PAPER 
COMPANY 














Mi polis 2, Mi . 
| :) ------- Branch Offices:----------- 


ee CHICAGO «+ SPOKANE 


TELEPHONY 


—- S — - FF =— 
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HELP WANTED 





MANAGER—2000 Subscriber Com- | 


pany. Must have managerial ability 
plus inside and outside plant experi- 
ence. Job offers expanding opportunity. 
Write Mr. Robert Buete, 924 Grand- 
ville S.W., Grand Rapids, Mich. 


CABLE SPLICERS, Station Instal- 
lers, Linemen. Experienced men needed. 
Steady work, good pay. Henkels & 
McCoy, 6100 N. 20th, Philadelphia, Pa. 


—_— 


PLANT ENGINEERS for large In- 
dependent Telephone Company. Some 
experience necessary. In reply state 
age, educational and employment his- 
tory. Address reply to Personnel Su- 
pervisor, Rochester Telephone Corpo- 
~ 10 Franklin Street, Rochester 4, 
N.Y. 





PLANT SUPERINTENDANT —for | 


expanding class A telephone company 
of more than 20,000 stations in midwest. 
Must have experience in engineering, 
construction, installations and central 


office operations. Position requires abil- | 


ity in supervising plant personnel. 
Write Box No. 3812 c/o TELEPHONY. 


YOUNG MAN WITH INDEPEND- 


ENT TELEPHONE BACKGROUND 
wanted for position in sales office: 
dealing with our customers by mail and 
by telephone; some sales promotion 
work. This could lead to sales or ex- 
ecutive position for the right man. Must 


be willing to locate in Columbus, Ohio. | 
Write us giving your background ete. | 


Buckeye Telephone & Supply Co., P.O. 
Box #5707, Columbus 21, Ohio. 


HELP WANTED—TELEPHONE 
SWITCHMEN 
3 Years’ Experience 
CENTRAL OFFICE INSTALLERS 
2 Years’ Experience 
Excellent opportunities for advance- 
ment with a fast-growing Southern 
California Independent Telephone Com- 
pany. Submit complete résumé of ex- 
perience, training and education, in- 
cluding references and recent photo- 
graph to Box No. 3807, c/o TELEPHONY. 


MANAGER for rapidly expanding 
cooperative Rural Telephone System lo- 
cated in Middle Tennessee. Must have 
administrative ability to achieve and 
maintain efficient operations and de- 
velop sound expansion programs. Abil- 
ity to hire, train and direct personnel in 
all phases of telephone operations. 
Technical, plant and commercial know]l- 
edge and experience desired. Perma- 
nent position carrying substantial op- 
portunity for qualified person. Replies 
confidential. Please write Mark H. 
Dudney, President, Twin Lakes Tele- 
phone Cooperative Corp., Gainesboro, 


Tenn. 





CABLE SPLICERS ¢ LINEMEN 
STATION INSTALLERS 
STEADY WORK, GOOD PAY 

MIDWEST LOCATION. 
The Weikel Line Company, Inc. 





FORT WAYNE, IND. 
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FOR SALE 


FOR SALE 





WESTERN ELECTRIC 


27A _ non-ring-thru $ 3.00 
94E non-ring-thru 2.50 
94F non-ring-thru 3.50 
62A_ring-thru 5.00 
67C ring-thru.. . 5.00 
93A, I:1, dbl. ring-thru phtm.. .. 10.00 
9IA, 1:1, dbl. ring-thru phtm. 10.00 


77A (substitute) D161685 
76A (substitute) (use 2) D161685 
I: imp. ratio, 4 section, 2—ohms each, passes 20 


to 1000 cycle ringing current (resonates at 20 cycle 
when used with 4 mf. condenser to increase ring 


power). Rectangular size 4''x4''x2'', 4 mtg. studs 
on end. 

Brand new $3.00 
2 coils, | 4 mf. condenser on 
19" rack mtg. strip 7.50 


2 coils in W.E. pole box (heavy galv. sheet 
steel) with 84A, 5 pr. protector (26 & 27 
or 26 & 30 blocks) and two 4 mf condensers, 


wiring diagram $16.50 
TELEGRAPH TYPES, W.E. 
70A $10.00 
151B (carrier) 5.00 
173B (carrier) . 5.00 
Retard, induction coils, condensers, net- 


works, filters, transformers, relays, lever keys, 
push & turn keys, lamp sockets, lamps, test 
and patch plugs & cords, jack panels, step- 
ping relays, etc. 





Repeating Coils — Government Surplus 


KICK-COIL 


(Signal Corps) mfg. by Kellogg 
KELLOGG 


Ring-thru, 4 section (50 
ohms each) I:!_ ratio. 
Ideal for connecting CB 
phones to Mag. board 
using common battery 
supply. 

Also may be used for 
ring-thru LB cord circuits, 
isolation, etc. 





134" x 334" x 544" (23%4" mounting stud 


centers) Brand New $3.00 
lots of 10, per coil 2.75 
lots of 50, per coil 2.50 


Mounting strip (10 coil) for 19" rack. $2.50 


Kellogg Stromberg-Carlson 
18 $2.50 IIA $2.00 
19A 3.00 13AL 2.50 
20A 2.50 I5A 3.00 
21A 3.50 18B 4.75 


— Shipped on approval — 
f.o.b. Los Angeles 


We pay two-way freight if 
you are not satisfied. 


The Telectric Co. 


1218 VENICE BOULEVARD 
LOS ANGELES 6, CALIF. 
Richmond 8-2249 











POSITION WANTED 


TWELVE YEARS EXPERIENCE 
in construction, installation and main- 
tenance. Can give reference. Write 
Ray Cady, Madelia, Minn. ~ 


OUTSIDE PLANT ENGINEER de- 


sires to relocate. Experienced in all 


phases of Outside Plant Engineering. | 


Write Box No. 3809, c 





WANTED TO BUY 


Telephone Test Equipment- 
Splicer tones, Amplifiers; 
Lineman’s Dial Test Sets 

in good condition. 
Henkels & McCoy 
6100 N. 20th St., Philadelphia, Pa. 


TELEPHONES—all types—any con- 
dition. Write stating quantities and 
types. 


o TELEPHONY. | 


Our truck will pick up within | 


300 mile radius of Scranton, Penna. | 
Write Box No. 3765, c/o TELEPHONY. 


ALL SURPLUS 
EQUIPMENT. 
paid. Our truck will pick up. 
west Telephone Equipment Co., 4418 
Nicollet Ave., Minneapolis 9, Minn. 


Highest cash prices 


TELEPHONE | 
North- | 





POLES 





B. J. Carney & Co., 100 N. 7th St., 
Minneapolis, Minn.—Western red cedar 
poles. Pentrex Butt Treated or Plain. 








Cascade Pole Co., P.O. Box 
coma, Wash. — Creosoted 
and Cedar Poles. 


743, Ta- 
Douglas Fir 








Cc. M. Christiansen Co.—Northern 
White Cedar Poles, Pentachlorophenol 
treated. Plant and Yards, Phelps, Wis. 








Dierks Forests, Inc. (formerly Dierks 
Lumber & Coal Co.) Wood Preserving 
Division, 700 Dierks Building, Kansas 
City, Mo. Southern Pine select poles, 
all sizes and lengths, creosote and penta- 
pressure treated. Prompt shipment. 








Eppinger & Russell Co., 80—8th Av- 
enue, New York 11, N. Y.—Creosoted 
Poles and Cross Arms. Plants: Jackson- 
ville, Fla., Norfolk, Va., Eddington, Pa. 








International Creosoting and Construc- 
tion Co., Galveston, Texas.—Creosoted 
Southern Yellow Pine Poles. Plants 
Beaumont and Texarkana, Texas. 








Texas Creosoting Company—512 Main 
Street, Orange, Texas—Creosoted South- 
ern Yellow Pine and Douglas Fir Poles. 
Can also treat with ‘“‘Penta.’’ 








él 














American Appraisals of 
reproduction cost 
may affect rates 


An American Appraisal report of the 
cost of reproduction provides con- 
vincing evidence in the preparation 
of an appeal for adjusting rates to 
provide a more equitable return. 


The 
AMERICAN 


APPRAISAL 


Company 


leader in property valuation 
HOME OFFICE: MILWAUKEE 1, WIS. 





Far the | La on 
Sale and Financing of 
Independent 
Telephone Companies 


35 East Wacker Drive 
Chicago |, Ill. 
RAndolph 6-3688 





WASHINGTON NEW YORK 


KANSAS CITY 
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CARRIER 
IS LESS 





4 


i SS | 


Millions of people enjoy television without understanding its installation and maintenance. 


Perhaps you have been putting off the use of carrier 
because you consider it too complex, too difficult to 
understand, maintain, and operate. A Lenkurt Car- 
rier System will soon change your mind. It is engi- 
neered to your requirements and comes to you 
factory-assembled, rack-mounted, and tested as a 
system. Installation is quick and easy, and in a 
matter of minutes it’s “‘all set to go”... not as 
complicated to maintain as the television set in 
your home. And your worries about adequate cir- 
cuits are over. 


Many companies with no carrier experience have 
found it surprisingly simple and easy to add new 
circuits with Lenkurt Type 33A carrier equipment. 
This system has proven itself the least expensive, 
least complicated, and fastest way to add new chan- 


nels. Type 33A often proves in at distances as short 
as 7 miles. You can start with a single channel, if 
you like, add a second, then a third—up to a total 
of six channels on a phantom group. 


If you would like to know more about a Lenkurt 
Carrier System—and our “Package Plan’”’ service— 
write to Automatic Electric Sales Corporation, 1033 
West Van Buren Street (HAymarket 1-4300), 
Chicago 7, Illinois. In Canada: Automatic Electric 
Sales (Canada) Ltd., Toronto. Offices in principal 
cities. 


AUTOMATIC <> ELECTRIC ae) 


Originators of the dial telephone + Pioneers in automatic control = 





The Tool 


and the 
Sleeve 


that are made to work togethe 


together 
they make the 
perfect splice 
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The National Telephone Supply Company 


5100 SUPERIOR AVENUE © CLEVELAND 3, OHIO 
Canadian Mfr.—N. SLATER CO., LTD., HAMILTON, ONT., CANADA 


Export Distributor—INTERNATIONAL STANDARD ELECTRIC CORP., NEW YORK, N. Y. 


Nicopress is the Registered Trade Mark of The National Telephone Supply Company 





